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Men—Stop Growing Old!! 


Co-operative Better Dress Will Do It Plus a 
Movement to Encourage Smartness 


T a meeting of the National 
Aesistion of Retail Clothiers 
and Furnishers held recently 
in St. Louis, a significant change of 
the mental attitude of merchants in 
that industry developed. There was 
real enthusiasm over the idea of in- 
creasing the consumption of men’s 
and boys’ apparel. So strong 
was the feeling that this is 
to be a year of masculine ac- 
complishment that a joint 
body of manufacturers, as 
well as retail merchants, ac- 
cepted a plan to encourage 
better dress for men and 
boys, and have outlined a na- 
tional campaign to cost $1,- 
500,000 annually. 

While a great percentage 
of the money involved in car- 
rying out the plan will be con- 
tributed by the manufactur- 
ers, retail merchants as well 
will participate in the ex- 
pense by pledging one-thir- 
tieth of one per cent of their 
annual volume. Pledges dis- 
tributed at the session were 
filled in and an almost unani- 
mous response was made by 
the merchants. Bert J. Cahn, 
chairman of the board of B. 
Kuppenheimer & Co., Inc., of 
Chicago, was chairman of the 
meeting. He holds a similar 
position as chairman of the 
apparel industry board. High- 
lights of the report follow: 

The object of the plan is to 


educate the American public to the 
value of good appearance; to im- 
prove the standards of life, and to 
uplift the well-being of American 
citizens through the development of 
a more widespread appreciation of 
appearance; to increase the consump- 
tion of men’s and boys’ apparel. 
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At the National Convention of Clothiers and Furnish- 
ers in St. Louis recently, these pictures illustrated the 
right rigs for each purpose. 
ness wear, tan suit, hat, tie, 

dark tan bal oxfords—the last is on custom lines 


For example—for busi- 
sox and plain patterned 


The problem most frequently pre- 
sented by merchants in the industry 
is that the consumer is diverting his 
dollars to the purchasing of articles 
that mean pleasure to him—automo- 
biles, radios, etc. The consumer 
dollar, it is said, is spent for gaso- 
line, tires, loud speakers, and other 

like commodities, leaving the 
average man without sufficient 
funds to purchase proper ap- 
parel. This is not entirely 
true. Bankers declare, and 
their reports prove, that sav- 
ings deposits are large, and 
that the consumer has money 
in reserve. It appears that 
he is not spending all of his 
money, but prefers that por- 
tion that is spent for pleas- 
urable commodities. He has, 
apparently, no appreciation 
for the pleasure and value of 
a good appearance. He does 
not discard his old apparel as 
readily as he would if he had 
the proper appreciation of the 
benefits of correct dress. 


part, 
itself 


HE problem, in 
therefore, resolves 
into the question: 
“How can the consumer 
mind be educated to properly 
appreciate the value of a good 
appearance, so that. the con- 
sumer will discard his old ap- 
parel sooner than he now 
does ?” 
Education of the consumer 
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For country or sports wear, a tweed 

coat and knickers, solid color sweater, 

hose matching sweater, but cap match- 

ing suit—the shoes of brown, scratch- 

proof, rough finished leather, with 
brown calf saddle 


is fundamental. It is the basic point, 
the chief object of consideration. Ob- 
viously, if the consumer dollar is 
today diverted to the buying of 
pleasurable commodities, it becomes 
necessary to our industry to educate 
the consumer to want to be correct- 
ly dressed with as much fervor as 
he wants his car or radio. A na- 
tional advertising campaign will not 
accomplish this result. The educa- 
tional process which should be em- 
ployed for the teaching of the con- 
sumer must, of course, be one which 
will educate the consumer without 
his being aware of the fact that he 
is being educated. 


HE consumer does not now ap- 

preciate the benefits that come 
with the wearing of good apparel. 
He does not know that it means a 
higher mental attitude, a more 
wholesome outlook on life, a more 
healthful influence. He does not ap- 
preciate the fact that when he is 
properly attired he is more certain 
to achieve success in the business 
world, enjoyment in ‘the social 
world, and benefits from all en- 
deavors legitimately connected with 
our civilization. 


BOOT 


Cooperative service with the re- 
tailer is an important consideration. 
Retailers have given evidence of 
their welcome to a plan that con- 
templates cooperation with them to 
stimulate and arouse the consumer 
to appreciation of appearance. A 
plan of cooperative service would 
contemplate cooperation with the ad- 
vertising, display and selling ac- 
tivities of the retail stores through- 
out the country. 

The present time is propitious. A 
dress-up movement is now gathering 
momentum throughout the country. 





For summer wear, particularly in the 
South, linen suit, soft shirt in solid 
color, black summer-weight shocs of 


kid, and hose of a patterned lisle 


The automobile is less popular for 
recreation. Traffic congestion has 
reduced the use of automobiles for 
pleasure. People are driving less. 
walking more. When people walk 
they wear better clothes. More peo- 
ple are going to church in the past 
few years. People dress better when 
they go to church. 

All signs point to the present as 
the most propitious for inaugurating 
this educational campaign. Through 
a campaign of education the public 
will be reached most effectively. 

H. A. Meyer, a prominent shoe 
man, addressed the National Associa- 
tion of Retail Clothiers and Fur- 
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nishers on the subject of operating 


a men’s shoe department. He said, 
in part: 
66 ERCHANDISED with any 


reasonable degree of care- 
fulness, a men’s shoe department 
can maintain an average minimum, 
annual gross profit or mark-up of 34 
to 36 per cent, plus discounts. Every- 
where progressive men’s wear mer- 
chants are today confining their pur- 
chases to as relatively few conflicting 
manufactured lines as possible and 
since, in their dress the great ma- 
jority of men have ‘stopped growing 
old,’ such merchants have very great- 
ly reduced their purchases on types of 
apparel in the ultra conservative or 
‘old men’s’ group. 

“Budget your shoe buying and sell- 
ing to cover a period of not to ex- 
ceed four months. This can easily 
be done in any one of three ways. 
First: On the basis of a retail in- 
ventory against sales at retail. 
Second: On the basis of an inventory 
at cost against sales at cost. Third: 
On the basis of pairs purchased 
against pairs sold. This, not to ex- 
ceed four months buying and selling 
budget when carefully operated will 





This university man is wearing a mixed 

cheviot coat, three-button suit, snap 

brim hat and stripe collar shirt, all in 

gray tones. The shoes are in tan on 

a semi-brogue pattern and the hose of 
fancy lisle 
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assure an annual, three time turn- 
over or better. Personally, I believe 
the average merchant would get the 
best results through operating a 
budget based on pairs and handled 
along the following lines. How 
many pairs of shoes are on hand and 
on order? How many pairs of shoes 
do you average to sell per month, 
through a four-month period? With 
these figures one can readily know 
what a present stock condition looks 
like and to what extent one could 
place additional orders. For illus- 
tration: A $50,000 annual retail 
shoe business, figured on an average 
35 per cent gross profit would make 
the sales, at cost, $32,500.00. If the 
shoes averaged to cost $5.00 per pair, 
your pair sales, for the year, would 
be 6500 pairs or 2167 pairs in four 
months, thus one’s purchasing power 
at any time within the four months 
would be the difference between the 
pairs of shoes on hand and on order, 
and the 2167 pairs which represents 
a four months budgeted selling. 
Working on a pair budget the one 
most important thing to keep in, 
mind is the absolute necessity, when 
placing orders, to obtain the actual 
average cost of shoes on hand by di- 
viding the pairs on hand into the 










































For semi-formal day wear, an oxford 
cheviot coat, gray double-breasted vest, 
striped black and white trousers, plain 
black bal oxfords, gray spats and the 
new guard derby 
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then shoe inventory. Budgeted buy- 
ing and selling, in all lines of mer- 
chandising is today so vital a prin- 
ciple of sound business that no pro- 
gressive merchant can afford to run 
his business without it. 


66 E careful to select for your 

shoe department the definite 
line or lines of shoes that will best fit 
in with the grades and styles of mer- 
chandise in the other sections of your 
store. Pick your shoe manufacturer 
as carefully as you do your clothing 
manufacturer. Find out how com- 
into your 


pletely his product fits 





For His Honor, or the man in public 
life, a bound edge oxford cheviot coat, 
black and gray trousers, wing collar, 
black and white tie, and patent leather 
button oxfords, with or without white 
spats, and hose of black silk 


merchandising scheme, then confine 
your purchases, in his grades, as 
close to 100 per cent as possible. Few 
men’s shoe stores or shoe depart- 
ments have need for more than three 
separate lines and two representa- 
tive makes are ofttimes found one 
too many from a net profit and turn- 
over standpoint. 


éé UY your styles in shoes on the 

basis of their sales value, not 
with the idea in mind that you must 
have a great number of types. To a 





The mature business man in gray suit 
and lighter tone hat, plain white shirt 


calf, custom last, 
fancy clocked 


and shoes of black 
the one gray note of 
gray hose 


considerable extent men’s shoe de- 
partment depreciations and losses 
are the result of over buying on very 
conservative types or extremely 
faddish styles but the greatest per- 
centage of loss comes through a most 
deplorable lack of buying salable 
sizes and widths in their correct 
proportions. In what might be 
termed a complete range of sizes 
and widths there are upward of 
ninety sizes represented, yet my 
most recent analysis on sizes as they 
are sold showed seventy-six per cent 
of sales in a range of twenty-seven 
sizes and fifty-four of this seventy- 
six per cent was the actual sales re- 
sult on sixteen sizes. In the busi- 
ness with which I am personally 
identified, we make continual and 
complete record of sizes as they are 
sold, then at least twice each year 
we compile all this data onto one 
size sheet. This compiled size sheet 
acts as our size-buying guide and all 
our purchases are based on how we 
sell them. 





When you change your hat, 
May 15, why not change your 
shoes? 
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Getting More Shoes Sold Right 





Tell ’em and Sell ’em 


GROUP of traveling shoe salesmen stood in 

the lobby of a hotel discussing, and cussing, 
trade conditions. Most of them said it was terri- 
ble. One youngster, a new man in the territory, 
said he was doing quite well. “Hot air,” said an 
old timer. “All right,” said the boy, “I have the 
orders to prove my statement. Look at this bunch 
of duplicates. Not so bad, eh?” 

The gang looked over his duplicates and agreed 
that he had been doing some business. “But how 
do you do it with a new line, and you a new man in 
this territory?” He opened his brief case and took 
out a copy of a trade paper—it happened to be the 
BooT AND SHOE RECORDER—then he showed them 
a double page advertisement of his line. “We do 
that often, and every week we have at least a 
page. Merchants know my line before I go into 
their stores. I don’t spend much time introducing 
myself or my samples.” 

“My house don’t believe in that kind of thing,” 
said the old timer. “We put the advertising in our 
shoes.” 

“But does that kind of advertising sell them?” 
innocently asked the youngster. 

“Well, business is off just now.” And the old 
timer started again on a tirade against times and 
conditions. But the young fellow was not to be 
side tracked.’ He insisted: ‘We put into our shoes 
the best materials and workmanship possible to 
obtain. Then we tell the world about it. That 


is why I’m writing orders.” 
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Another traveler who had been listening, and 
like a wise chap saying but little, spoke up: “The 
boy is right. If my house had the brains his house 
has I would not be peddling my line in the side 
streets and to the second credit dumps.” 

There’s a little food for thought in that, too. 


What Can You Get for Your 
Stock? 


HE RECORDER has said this before and it is 

worth repeating. Every merchant should con- 
duct his business as if he intended to quit the next 
day. He should keep the thought foremost in his 
mind that he might join the hosts of the departed 
tomorrow. He should remind himself constantly 
that his stock is worth only as much as it will 
bring at a forced sale. 

Just recently a fine old shoe store passed out 
because the proprietor could no longer keep pace 
with the rapidity of the times. In 1919 this store 
inventoried $50,000 worth of shoes. A few weeks 
later a man desiring to enter business offered 
$39,000 for the store and stock. The offer was 
indignantly refused. One month: ago that same 
store was closed and the shoe stock went at less 
than $4,000, the good will adhd other assets (?) 
being rated as worthless. 

Inventory of stock at prices paid to manufac- 
turers is a poor valuation. Shoes are worth what 
you can get for them. Your inventory may look 
ever so good to the banker who does not know all 
the ins and outs of the shoe business. But to the 
wise bird who knows his stuff it may look like a 
dime’s worth of cat meat. 

Death stalks among the shoe trade as well as 
anywhere else. Calamity spares no man. Set your 
house in order and keep it that way. Don’t fool 
yourself with a false inventory. 


The Arbiter Elegantorum 


NE of our field editors was in a shoe depart- 
ment in a city of 60,000. He was talking to 
the manager of the department and wiping away 
the tears that flowed down the cheeks of the un- 
happy man. Business was rotten. Shoes were 
rotten. Styles were rotten. Everything from soup 
to nuts was rotten. The business was going to the 
damnation bow wows. The sales force stood 
around listening and joining in the wailing. 
Through the editorial tears might be seen the 
dim outlines of the feet of the sobbing manager 
of a really great shoe department. On those feet 
was a pair of old tan shoes that had not been 
dressed for at least twelve months. They were 
scuffed and rusty. The heels were run down. The 
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soles were bad. The laces were much knotted. 

A glance around at the other feet disclosed a 
situation similar. Not one pair of decent shoes on 
the feet of any man in the place. And they talked 
of rotten business! 

In that store they claimed to be style authority. 
Their windows proclaimed the newest in fashion. 
And yet their feet denied it all. Women of discern- 
ment might enter that place eager to purchase 
some of those handsome new shoes. But after one 
view of the shoes worn by the attending sales force 
she would become disgusted and go elsewhere. 

It is all right to tell the dear people to look at 
their feet. But, by all that is decent and civilized, 
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Sell Ideas 


NE of the keenest business men in America 
used to say to salesmen: “Don’t come in here 
and try to get an order. Bring me an idea and I 
will buy it.”” There’s a world of sense in that. Busi- 
ness men welcome ideas. People at large welcome 
ideas. Then why not sell them the idea of better 
shoes, more pairs, better dress, better health. Quit 
trying to get an order for a pair of shoes. Quit 
trying to take their money in exchange for some 
leather stitched together in quaint and novel man- 
ner. Sell them an idea. 


* x 





look at your own feet—and be ashamed. 


Less Than Three Pairs 


When you change your hat, 


May 15, why 1 
shoes? 


HE story goes that Rebecca was dissatisfied 


with Isaac’s income and she reproved him thus: 
“Ikie, why don’t you make more money, like my 
Last summer Jake made $40,000 


brother Jake? 
in Toledo. Why don’t 
you do like him yet?” 

Isaac replied: “It 
wasn’t last summer; it 
was last winter, and it 
wasn’t in Toledo, it 
was in Louisville and 
it wasn’t $40,000; it 
was $4,000, and he 
didn’t make it—he lost 
it.” 

A speaker quoted in 
a recent RECORDER 
said: 

“Last year’s statis- 
tics show that there 
were a total of 390,- 
000,000 pairs of foot 
coverings manufac- 
tured in this country. 
The last census gives 
us a population of 106 
million souls, or almost 
four pairs of shoes to 
each individual, so I 
want to ask, “Did you 
get your pairs?” 

The comment would 
be: “It wasn’t 390,000,- 
000 pairs; it was 324,- 
500,000 pairs. It wasn’t 
106 million population 
last year; it was 116 
million.” Therefore, it 
wasn’t four pairs per 
capita; it was less than 
three pairs per capita.” 
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Two high school boys 
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The Reason Why 


PHELPS SHOE CO., LTD. 
Established 1869 
Shreveport, La. 














We know of no words, phrases or messages we 











could write that would be more complimentary to 
your valuable magazine than to say we have been a 
subscriber since the birth of its publication. 

The Recorder's growth has been wonderful and 
right up to the minute, and we wish you an abun- 
dance of continued success. 


Respectfully yours, 
(Signed) B. A. PHELPS. 


- * * 


Just 47 years ago the Boot AND SHOE RECORDER 
was founded and Phelps Shoe Co. was one of the 
very first subscribers. 

We, in turn, wish to congratulate Mr. Phelps on 
the splendid growth and success of his firm. 

We are also proud of the life-long friendship and 
appreciation of such a high-grade Southern retail 
concern. 


ts 6. 


President. 
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rot change your 


* * 


were standing in front of 


a shoe store looking at a display of snappy shoes. 


One said he thought of 
buying a pair of those 
kicks. The other said: 
“But you are not going 
to buy them right away, 
are you? If you waita 
few weeks longer you 
can buy them for $2 or 
$3 under the price they 
are getting now. You 
see they have a big 
clearance sale twice a 
year and every shoe in 
the store marked down. 
Why pay full price 
when you can get them 
cheaper by waiting a 
while?” 


* * + 


When chain stores 
begin grading up in 
price and quality is it 
not a sign that the 
lower-priced, cheaper- 
made shoes are losing 
ground? Does it not in- 
dicate that people are 
turning away from the 
so-called popular priced 
shoes and toward bet- 
ter grades? Then, why 
should the merchant 
who has an established 
trade on high grade 
merchandise deliberate- 
ly grade down? 
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Sales Increase Attained By 
Regulated Publicity 


modern merchant say that he has 

made important increases in sales 
through reduction of advertising, 
but in this case the reduction was 
wisely planned. 

L. B. Huston, of Huston’s Shoe 
Store, Berkeley, Cal., was a strong 


I: may sound strange to hear a 


HUSTON'S 
DAILY NEWS OF SHOES 
Wednesday—Tomorrow 











LOW CUTS for LIVE BOYS 


There's plenty of style in these oxfords for 





little om and : 2 Pe gg but soft 
of tan cal ible, long-w 
leather’ soles and broad heels. — 
Little a ya to 13%... insiiahtossspeee 
Youths’—1 to 2. $4.50 
Boys’—2% to 6. $5.00 





Hotel Whitecotton Building 


9816 Ghatteck Avenue, Berkeley, Calif. 
Use your Hink secount—tt ts good Mere. 
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Huston’s daily advertisements 

measure two columns wide and 

seven inches deep. They are kept 

newsy in appearance, as well as in 

text. People watch for them every 
day 


believer in advertising; so strong, in 
fact, that he bought too much of it. 
He used too many mediums and 
scattered his fire. Finding that his 
business was not keeping pace with 
his expenditures, he called in expert 
advice. After going over the budget 
and carefully checking the mediums 
used, the advertising counsel told 
him he must go on a strict advertis- 
ing diet. 

The merchant who will listen to 
the right kind of advice is sure to 
profit, and in this case Huston has 
proved the wisdom of “Stop, Look, 
and Listen.” Let him tell it. 

“We had been going along on a 
sort of hit or miss plan of advertis- 
ing,” says Mr. Huston. ‘We would 
use big space for a while, then lay 
off for a while. Our advertising ex- 
pense was constantly mounting. We 
used almost every scheme or idea 


that was presented to us. In the 
hope that some of these schemes 
would prove to be what we needed, 
we kept on trying and hoping. 
Finally we saw that something was 
wrong. So we listened to a man who 
knew his stuff. 

“His first recommendation was 
that we cut out everything in the 
way of guess work. He put us on 
a diet. Instead of using several 
mediums, we concentrated on one. 
Instead of using big space infre- 
quently, we used small space fre- 
quently. We made up a schedule 
and stuck to it. And we are still 
sticking to it. 

“Our schedule called for daily in- 
sertion, except Saturday, of adver- 
tisements measuring two columns 


HUSTON'S; 
DAILY NEWS OF SHOES 
Thursday—Tomorrow 


Hotel Whitecotton Building 


9816 Bhettech Ave, Berkeley, Calif. 





All advertisements have the same 

gencral appearance. They follow 

a typographical standard adopted 

with the change in advertising 

plans which resulted in more busi- 
ness 


by seven inches. We made these 
small ads real news. In fact, we 
headed them ‘Huston’s Daily News 
of Shoes.’ In each ad we offered but 
one shoe, with a postscript-mention- 
ing similar styles. We adopted a 
style of type setting and lay-out 
that was standardized. A _ special 
border was used on every ad. Some 
critics told us we would make our 
ads so much alike that people would 


pass them up, thinking we were re- 
peating the same copy. But that did 
not happen. People soon began to 
watch our ads for the ‘Shoe News’ 
of the next day. For example, in our 
Monday ad we offered a shoe for 
‘Tuesday—tomorrow.’ On Tuesda\ 
we offered one for Wednesday, and 
so on. When a _ special occasion 
called for enlarged space we used it, 
but not often. We found that the 
small space did the job for us. 


66 UR sales prove that the plan is 

successful, as we have made 
increases every month over 1925. 
The total increase is better than 2\) 
per cent. In checking over our adver- 
tising account we find that a saving 
of about 10 per cent has been made 
over the same period of last year 
We found that by running daily in 
one local paper a lot of other ways of 
spending advertising money could be 
discontinued. 





When you change your hat, 
May 15, why not change your 
shoes? 








HUSTON'S'! 
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Saturday—Tomorrow 


varied combinations. Dress 
dren's feet for Easter and Spring. 
According te sive ahd quality. 


peg eft leg Rea gaan 
as Their Eyes or Their 


Hotel Whitecotton Building 5 


9216 Shatteck Avenes, Berkeley, Calif. 





“One shoe a day” is the motto o/ 

the advertising man in this case— 

a different one every day —no 

taken from the odds and ends bu! 

out of regular stock and at 
regular price 
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PROF ITABLE 7 
Merchandisin 
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J, 


Who Sets Your Retail Prices? 


How Can You Make a Profit on Every Pair 
When Somebody Else Dictates ? 


day to say that the slogan 
“Make a Profit on Every Pair” 
had helped him immensely. He was 
a pretty good merchant without the 
slogan, but a better one with it. 
Not so long ago he refused a 
multi-millionaire’s wife a charge ac- 
count or the shipment of a pair of 
shoes to her house unless it was 
C.0.D., and frankly told her that 
when he started in business he es- 
tablished ten rules of business prac- 
tice. The first of them was “TI’ll sell 
for cash only.” By the end of the 
first day’s business he had complete- 
ly forgotten the other nine rules and 
found no use for them, and had piled 


A ay to sa came in the other 








Producer welt alge 


up in fifteen years of shoe selling a 
fair amount of money. 

Of late years in the effort to get 
the cash he had become a trifle lax 
on getting a profit. The slogan had 
brought him back to the first prin- 
ciple, that “You can’t do business 
unless you make a profit.” 

Take a trip down South and visit 
Oscar R. Thompson, who does a tidy 
little shoe business of 92,000 pairs 
a year for M. Rich & Sons. He 
frankly says, “The secret of success 
is to know how to mark shoes so as 
to get a profit. I defy any mer- 
chant to go through my stock and 
tell my cost price within a $1.00. 
Neither could I do this to any other 













Manu- 


facturer / 


20% \ [f/ 147. 


Cost of 
Selling and 
Distribution 


stock. How is the customer to de- 
termine the exact worth of a pair 
of shoes if the man close to the in- 
dustry does not know it himself?” 

To one man in New York City 
greater credit can be given for the 
up-lifting of shoe prices than to any 
other man in the shoe business. He 
showed that a beautiful article of 
foot adornment is worth the price. 
The courage to ask $50 a pair for 
shoes isn’t in the number of pairs 
that will be sold at that price, but 
in the effect it has on toning up the 
shoes from $15 to $25. A salesman, 
after showing a $50 shoe to a cus- 
tomer, hasn’t as great difficulty in 
selling a shoe at $16.50. 
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This chart shows that if you take all of the elements of selling and distribution and combine 
them from the original hide to the final sale over the fitting stool, the cost of service is 49 per cent. 


This-isn’t the average of the shoe industry only, but of every other retail trade 
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Talk Gowns—Sell Shoes 


The Next Step Forward:in Merchandising Footwear 


NE fine day a shoe merchant 
O buys a quarter page in 
which to show the gowns 
from several nearby shops in order 
to show the relation of his shoes 
to the prevailing fashions, and an- 
other milepost on the journey away 
from former days and methods is 
set up. 

As the Irishman says, “When 
you’re up, you’re up you know, and 
when you’re down you’re down; but 
when you’re in the middle, sure, 
you’re nayther up nor down.” It 
had to be something one way or the 
other. Shoes can’t be handled as a 
detached article of wear. 

Shoe merchants are broadening 
out in their views of competition to 
a point where the activities of all 
wearing apparel shops become the 
natural pacemakers of shoe adver- 


tising. A good word for a gown 
brings a good word for shoes from 
the seller of the gown, and much 
business is interchanged in this 
way. 

Women read advertisements on 
dresses and turn from them only to 
have their eyes fall on an adjacent 
shoe advertisement and the thought 
connection between the two is auto- 
matically made. 

On these pages are several ad- 
vertisements that follow the trend 
of associating shoes more closely 
with other articles of wearing ap- 
parel. It is intended to have the 
shoes emphasized and also to stim- 
ulate a desire for the shoes by giv- 
ing the imagination a chance to 
work. Here’s the text for illustra- 
tion A: 


Pretty Complements—SHOES 


“Have you seen the new frocks 
at Clarice’s select shop?—seen the 
rare ingenuity of the designs and 
the trims? 

“If you haven’t, go there imme- 
diately. 

“Carry in your mind the parch- 
ment colorings of our shoes, the 
delicacies of the beiges and the 
dawns, the artfulness of the strap 
arrangements, for at Clarice’s you 
will find geometric motifs and 
scalloped bands and _ striking 
touches of color in jabot, piping or 
fringes. 

“Then see how smartly our shoes 
match the newest gowns in color- 
ing and in pattern. Don’t buy shoes 
without seeing the new frocks; 
don’t buy a new frock without see- 
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SHE CAME DIRECT FROM 
GLARICES GOWN SHOP 
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ing the newest shoes. This. summer 
get a real thrill out of your foot- 
wear. Let us give you every oppor- 
tunity for a choice that will make 
you happy.” 


* * * 


The text for illustration B reads: 


She Came Direct from Clarice’s 
Gown Shop 


“And she bought a pair of pumps 
that she will grow to like more and 
more every time she wears them. 

“She selected a pair of Paisley- 
trimmed blond pumps that seemed 
as though they were made of the 
same material as that in the trim- 
ming of her gown. The softness 
and delicacy of the shoe’s coloring 
fits so nicely with it that one’s eye 
is drawn at once to the cleverness 
and individuality displayed in such 
a choice. 

“If you will bring your new gown 
here you will be amazed at how 
easy it is to get just what you need 
to brighten your entire costume. 
If you have something in your 
mind’s eye you will find it aptly 
expressed in the latest style here. 
If you want to be original get your 
shoes here.” 
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Text for illus- 
tration C is as fol- 
lows: 


See Us if You Feel 
Like This 


“If we should 
tell you how many 
tons your feet are 
carrying around in 
a month, you’d 
think of the seri- 
ousness. of the 
right kind of 
shoes. 

“But we’re men 
ourselves here, 
and we know how 
scared we are of 
such computa- 
tions, so we’ll only 
say that this sum- 
mer we've gotten 
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eater / >>| 









































shoes down to 
‘feathery’ light- 
ness. 


“You'll be sur- 
prised at the effect 
shoes have on 
your personal com- 
fort. Some are 
light and springy, 


Your Name Here 
STREET 











TOWN 





























and some make 
you feel like the 
fellow in the pic- 
ture above. 

‘*Less weight, 
more quality; 
beautiful finishes 
and lines __ elo- 
quently. interpret- 
ing the fashion of 
the hour. Leathers 
tanned abroad and 
at home. 

“Fitters who un- 









































‘IF YOU FEEL LIKE THIS. 
COME IN AND SEE US 


derstand feet. 
You’ll see it all 
when you come 





into the shop.” 


* * * 








Here’s the text 








for illustration D: 
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“Before a man 
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A will follow a lot of 
| verbiage he’ll see 
for himself. We 
could waste a lot 
of space eulogiz- 
ing our men’s 






































Illustration D 





shoes, and you’d 





Illustration C 


still insist on being shown. 

“Now, we’ve been doing business 
right here for a great many years 
giving men what they want. Some 
of our customers have been with 
us since we started in business, 
too. 

“The business man with con- 
servative taste; the well-paid me- 
chanic who appreciates quality; 
the young man on the way to an 
executive position; or the elderly 
man who places a high premium on 
ease all find what they want here. 

“We strip for action when we go 
into the market, so you get only the 
best models in their respective 
classes.” 


The woman of today thinks in en- 
sembles when she thinks of fashion. 
Her hat, her gown, her hose and her 
shoes are purchased with the idea in 
mind of completing an entire toilette. 
The relation among all these items is 
closer than ever before. 





When you change your hat, 
May 15, why not change your 
shoes? 
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Where Selling Shoes Is 
a Regular Circus 


PARK’S circus, which carries 
S over 200 people on its payroll, 
winters in Macon, Ga. There are 


three children’s homes also in the 
city. However, one has no direct 
bearing on the other. Nevertheless 
they have one thing in common: All 
the people connected with them wear 
shoes, and a big proportion of the 
shoes they wear come from the G. R. 
Kinney store. W. H. Lewis is the 
fair haired boy who gets this extra 
business for his house, as he is al- 
ways on the watch for some way to 
increase his batting average. Along 
about this time in the year, just be- 
fore the circus starts on the road, 
Lewis pays his official visit to the 
circus quarters with a lot of sam- 
ples and armed with a letter of au- 
thority from the management. A 
record of the customer’s name, the 
kind and size of every pair of shoes 
sold is kept, for many of the circus 
people send to him for more shoes 
when they are out on the road. 


The inmates of the children’s 
homes require sensible, « durable 
shoes. Often when he has some 


shoes of this type that would ordi- 
narily move slowly, he is able to 
clean them out to these institutions 
at a favorable price. One thing he 
is doing that makes a decided hit 
with the management of the homes: 
Instead of having the children come 
to the store, he loads a _ sufficient 
number of shoes in his car, going di- 
rectly to the institution. _Each child 
is as conscientiously fitted as though 
he were a full-price customer. 


AND SHUE 


( Other 


Ammunition in Reserve 


6¢7 FIGURE that 80 per cent of the 

people of Valdosta are window 
shoppers,” said L. M. Cox of Fried- 
lander Brothers, “so I arrange my 
shoe trims accordingly. If we have 
a dozen new shoes come in at once, 
I will show only three of the new 
ones immediately, then wait two 
days before showing the next three, 
and so on. It pays us smaller city 
merchants to show the new styles 
in instalments, rather than to make 
a splurge, for our customers watch 
our windows more than it is real- 
ized.” 


With or Without Bows 


ROM Bob Lambert, manager of 
the Williams’ shoe department, 
Birmingham, comes this good sug- 
gestion. For a shoe that has a high 
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Peoples Ideas) 


by Harry R'Terhune 


Jield Editor 


riding instep strap and buckle, have 
some bows that may be attached to 


the straps. Then the shoe may b 
sold either with or without the bow 
He has found it to be a good sales 
making proposition. 


* ~ * 


New Styles Every Week 


SAUL, whose new shoe store in 
@ Jacksonville is called the Vanity 
Boot Shop, carries only two prices. 
$7.50 and $10. His plan is to do a 
volume business, getting a very 
quick turnover and carrying a rela- 
tively small stock. His base stock is 
1000 pairs and, as he is selling an 
average of 300 pairs a week, he has 
300 pairs of new shoes coming in 
each week for his chicken trade. The 
dead stock problem is solved this 
way—when 200 pairs of odd lines 
and slow movers accumulate, a one- 
day $2.50 sale is held. 


Postcard Ads Which Gave Good Results 





USTOMERS are 

being induced to 
buy new shoes at the 
Walk-Over store in 
Birmingham by means 
of a neatly illustrated, 
well printed card which 
is mailed to them 
every two weeks. “The 
secret of the success of 8 
these cards,” confided sth ih 
Manager L. R. Ashby, ra Adie o 
“is that only one new al 








In Parchment Calf with Marsala Lizard Saddle at $8.50 Hy 


Walk-Over ti 





style is told about at 
atime. By doing this 
the impression is given that a num- 
ber of new styles are continually be- 
ing shown. Many new patterns have 
been cleaned out to a pair in a very 


short time through this means of 
advertising. I consider it one of the 
best ways not only of getting atten- 
tion but keeping interest aroused.” 
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roman Make a Profit on Every Pair 


A Letter Which Brought 
Home the Bacon 


HIS letter was sent to the book 

customers of the Williams’ store 
in Birmingham who had not patron- 
ized the shoe department. Manager 
Bob Lambert states that he received 
enough calls from the letter to clas- 
sify it as good. 

“Dear Miss Jones: 

“Upon investigation, we find 
that although you are a valued 
charge customer of THE NEW 
WILLIAMS, we have not as yet 
had the pleasure of fitting you 
in a pair of shoes. 

“This, my friend, is just a re- 
minder that we want your shoe 
business too, and having just 
returned from the East with a 
lot of pretty, new styles, we be- 
lieve that now is the opportune 
time for you to give our Shoe 
Department a trial. We employ 
only expert Shoe Men, so you 
may come in assured of being 
extended every courtesy and 
rendered only the most intelli- 
gent service. You will find here 
for $5.85 and $6.85 a great as- 
sortment of the newest and best 
styles, all widths from Triple A 
to the limit, shoes with that de- 
sirable narrowness through the 
heel, a wonderful feature found 
only in high grade models. 

“Thanking you for the privi- 
lege of serving you, we are, etc.” 


* * * 


_ The Value of Smiles 


OME young men get a lot of fun 

out of the shoe business in spite 
of its worries and complications. As 
proof, when I asked I. Simmons, Jr., 
of Columbus, Ga., for some good 
word to pass along, he dictated the 
following: 

“A smile will pay big dividends. 
We feel that our success is due to 
the fact that we employ only men 
who smile and have good personali- 
ties, By smiling, we make the cus- 
tomer enjoy buying shoes from us, 
and in turn we enjoy selling her. 
We make it self-evident that we ap- 
preciate her presence in the store 
whether she buys or not.” 
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Not a Meal Ticket—Just a P. M. Record 
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HIS card, used to keep track of the store used chips, which were 

P. M.s at Shine’s Walk-Over passed out as the P. M. sale was 
store in Montgomery, Ala., looks like made. The objection to that was 
a meal ticket and, according to one that the chips promoted excellent 
of the boys, is his meal ticket. matching games. Sometimes a man 
These cards are kept by the cashier would need a little change and would 
and when a P. M. is sold she punches sell his chips at a 75 per cent re- 
the amount. After the required duction. When one salesman had 
$6.20 has been punched out, the accumulated over $40 in chips 
tickets are cashed. The inner row through matching and cashing other 
of figures are for the returns, which boys’ tokens, the firm felt that a 
are deducted from the total. change was due, so acted accord- 

Jere Shine says that previously ingly. 


The “Gifty News” at 
Christmas Time 


HE Krupp & Tuffly store in 

Dallas reports last year’s stunt 
of issuing an eight-page tabloid 
newspaper that they call the “Gifty 
News.” This paper was distributed 
to 40,000 homes in Houston. Michael 
Murphy, who handles all of the pub- 
licity for the store, writes: 

“It is the second year we have 
published this paper, and it has trimmed every other day, using only 
proved its value to us because we fifteen pairs of shoes. They for- 
can trace hundreds of sales it made merly used twice that number, but 
this year and last.” find they get better results by trim- 

“Gifty” is an adjective that Mr. ming often and changing the styles, 
Murphy uses cleverly and persistent- the theory being that the lesser num- 
ly in tying up the Christmas idea to ber of pairs of shoes does not con- 
the many things the store sells. The fuse the shopper’s mind. 

“Gifty” slippers were on easy-to- ae | 

reach racks on the second floor on —— oo 

“Slipper Lane.” Then there were 40 When you change your hat, 
other items that justified the word May 15, why not change your 
“Gifty,” ranging all the way from shoes? 

lingerie pins to Pullman slippers, 


exclusive of the regular lines of 
shoes. 

Many little novelties of ribbon and 
silk were featured in the windows 
in addition to the displays of shoes 
and hosiery. 


* * * 


Fewer Shoes in 


Windows 


HE windows of Forbes-Crook 
Shoe Co. of Jacksonville are 
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Nothing Takes the Place 
of the Oxford 


HERE may be jazz in foot- 
| wear, but it has not displaced 
that marvelous fitter—the ox- 
ford. There should be a place for 
an oxford in every woman’s ward- 
robe. There should be a portion of 
oxfords in every stock. Taking 
men’s and women’s shoes together, 
the oxford is 70 per cent the basic 
shoe of mankind. The value of the 
oxford for the foot in trouble is evi- 
dent to every shoe man. 

In this series of brief descriptions 
of fundamental types of shoes, we 
are endeavoring to guide the mer- 
chant into thinking of his business 
proportionately. There is a place for 
fancy shoes, and there is a place for 
wild ones, but underlying it all is a 
firm foundation of steady sellers— 
shoes of a type termed classical, the 
new description given by John C. 
McKeon. 

Properly the oxford comes to the 
instep or lower in either lace, strap 
or button. It may be of blucher or 
straight lace cut and may have any 
form of vamp, as well as fancy in- 
lays, saddle effect, collars and other 
ornamentation. The term is usually 
applied to lace shoes which have 
three or more eyelets, the one eyelet 
tie, and the two eyelet tie being so 
distinguished. It is said that the 
shoe was first used in Oxford, 
England, more than 300 years ago 
in straight lace. 

The blucher cut and use of buttons 


were much later developments. It 


is a form of shoe that is the most 


popular and extensive, because it 
gives complete adjustment to the 
foot. It hugs snug to the foot 
through its lace control. 

Make a study of the oxfords that 
you have, classify them and see if it 
isn’t true that the oxford type, in its 
various amendments, constitutes the 
basic shoe of a store’s stock. In 
orthopedic work it is preeminently 
the favorite. Don’t overlook the ox- 
ford for its salability always. 

It should not be a shoe carrying 
too high a profit margin in its more 
simple numbers. It should be the 
standard bread-and-butter footwear 
of a store’s stock. 

The RECORDER advocates “Getting 
a Profit on Every Pair,” but it does 
not endorse the idea of getting a 
brigand’s spoils. Every sane busi- 
ness man knows that a fair profit is 
imperative. The public knows it, 
too. But when a merchant takes 
advantage of the style situation, the 
great demand for a certain leather, 
fabric or color to exact too great a 
profit he surely is courting disaster. 


VERYONE knows that the “style 

game” is a gamble. The man who 
plays it must get a big profit in 
order to offset his ultimate losses on 
quick changes. The people who are 
willing to pay the rate for style ex- 
travagance will never complain. 
They like to say, “I paid $20 for 
this shoe.” But that class is a con- 
stantly diminishing minority. Even 
the spendthrift is getting his, or 


her eyes open. That class is not an 
asset to any store because it is a 
fickle class, here today and gone to- 
morrow. No store owns that trade. 
It shops around constantly. You may 
sell a woman one pair out of the ten 
or twenty she purchases in a year. 


HE substantial end of the shoe 

business is the class of customers 
that comes back for the second, the 
third and the fourth pair. That class 
builds a permanent business for the 
shoe merchant. And that class is 
not to be stung repeatedly. A mer- 
chant may get away with it once— 
maybe twice, but in the end he will 
lose them. 

Here is a specific case. A mer- 
chant handled an advertised line of 
specialty shoes for women. They 
had certain features that pleased a 
great many customers. Extensive 
advertising had made it one of the 
most popular shoes in the country. 
It grew into a substantial, staple, 
“wheat-in-the-mill” business. The 
retail price ranged from ten to twelve 
dollars according to the leathers, 
colors, trim, etc. This merchant took 
advantage of the situation to advance 
his retail price little by little. From 
ten dollars he edged up to twelve. 
Then to thirteen-fifty. Mind you it 
was a shoe that practically sold 
itself. No great amount of selling 
was necessary. Women came in and 
bought the shoe and then came back 
for another pair later. The custom- 
ers were an asset. They could be 


[CONTINUED ON PAGE 56) 
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Planning for a Fall Profit 


HE Shoe Styles Conference to be held at the Hotel Astor on April 27, will be more 

than a gathering to pick out something new in the way of footwear fashions. It will be 
a meeting of the best minds in the trade, not only to make Fall, 1927, a fashionable foot- 
wear period, but a real profitable period for all in the trade. The National Shoe Retailers 
Association, the National Boot and Shoe Manufacturers Association, the Tanners Council, 
the National Shoe Travelers Association and other interested parties are determined that 
out of this meeting, which has been shorn of all extraneous “side shows” and will be an 


all day session of hard work, shall develop a real profitable program which retailers can 


PL 





PUTT 








;| follow. 


mess. 








eT mmr nn tar TTA 


a profit, in the closing months of the year. 





Too many shoe merchants have too long regarded Fall as a period of unprofitable busi- 
It is up to the trade to swing in with the trend toward darker brown shades in 
cestumes, to make footwear a real, new and impelling fashion force, and thereby make 


in the year carry its own load and to put its share of profit into the hands of the mer- 


| chants, manufacturers and others. 
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Here is an opportunity to make every month 
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MacLaughlin-Sweet Now Alfred J. Sweet, Inc. 


HEN the head of the house 

comes into his own and puts his 
name over the business, it becomes a 
matter of trade news of real impor- 
tance. 

Down in the State of Maine, Al- 
fred J. Sweet, after many years of 
leadership in a successful and serv- 
iceable business, places over the door 
the sign and emblem of his business, 
Alfred J. Sweet, Inc., the firm name 
having recently been MacLaughlin- 
Sweet, Inc. 
the original incorporators of the 
Lunn & Sweet Shoe Company, and 
since the death of Mr. Lunn in 1916 
has been the directing factor, ac- 
tive force and head of the business. 
He has dominated the methods of 
manufacture and merchandising 
through several changes in organi- 
zation and executives. 

He now makes no change in the 
policy, because consistently there has 
been a basic foundation of giving the 
merchant the most for his money, 
and progressively improving quality, 
style and appearance. The substan- 
tial lines of Sally Sweet welts and 
turns, together with a sound McKay 


Mr. Sweet was one of * 








A. J. Sweet 


business, have made this Auburn, 
Maine, factory nationally prominent 
because of its complete coverage of 
footwear for feminine wants. 

Alfred J. Sweet came from the 
hardware game into the shoe busi- 


ness. In 1903 he came to Auburn, 
Maine, with the Lunn and Lynn 
Shoe Company and soon became one 
of the firm. This was changed in 
1906 to the Lunn & Sweet Shoe Com- 
pany with A. J. in charge of manu- 
facturing. Later he had full charge 
of sales and purchasing, exchanging 
jobs with Mr. Lunn in 1921, so that 
this gave him national experience in 
both selling and making. In 1907 the 
first factory was built; in 1910 its 
capacity was doubled; in 1912 it was 
pyramided once again. 

He is a director of the National 
Boot & Shoe Manufacturers’ Associ- 
ation and is known to shoe men the 
country over as a vigorous manufac- 
turer, buyer and salesman. 

Though comparatively a young 
man, he has in these years developed 
as one of the leaders in the industry 
and now steps forward with new en- 
thusiasm for better service to the 


trade. 

Included among his merchandising 
plans is the use of twenty-nine lead- 
ing daily papers to explain Sally 
Sweet footwear. 
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What Is Selling at Retail 


Covering the Entire Country in a Style Survey, 


ENVER—Pastel parchment 

kid, Marqueen models, seem to 

hold high sway at the Denver Dry 

Goods Co., the sandal, the one-strap 

and the opera pump, in that creamy- 

tan shade which blends well with 

any costume, having the prefer- 
ence. 

The Deauville sandal, with 
purses woven to match shoes ex- 
actly, a Daniels & Fisher importa- 
tion, is proving popular with the 
May Company’s clientele, accord- 
ing to Leona Madison. In women’s 
shoes the trend is distinctly toward 
light shades, rose blush and blend. 

Lewis & Son’s offering of the 
“Esther,” a new model priced at 
$10.50, is receiving a large feminine 
approval. A strap slipper, shown 
in pastel parchment and rose blush 
kid, it goes well with the trim cos- 
tume or the smart afternoon frock. 
Shell gray is also stepping out in 
the new shoe mode. Kidskin of fine 
quality, light in weight and exqui- 
sitely colored, has been worked ef- 
fectively into a number of fetching 
models. Silk ties and varicolored 
pipings offer the necessary touches 
of contrast and embellishment. 


OLUMBUS, OHIO—D. N. Mc- 
Dowell of the Columbus Walk- 
Over Co., speaking of style tenden- 
cies, said: “We are selling about 
50 per cent patents and about 50 
per cent colored shoes of which 
there is a very large proportion 
colored kids. In colored kids the 
demand is running to a great ex- 
tent toward parchment and rose- 





The composé idea takes hold at re- 

tail. This $13.50 seller, in the line 

of A, L. Gude, Los Angeles, comes 

in patent with bark-grain trim—in 

parchment with the same trim— 

and in blond kid with blond ging- 
ham trim 


blush shades. Grays are not show- 
ing up well at this time. The heel 
that is most in favor is the box 
heel up to 14 or 16 eighths in 
height. We are selling some of 
the extreme spike heels also. Me- 
dium lasts and toes are selling 
the best. Trade with us has been 
quite good since weather condi- 
tions have improved.” 

R. C. Dunlap, manager of Dun- 
lap’s, an exclusive shoe store, re- 
ports that colored kids have the 
first call in the popularity of the 
public at this time. He says trade 
has been very good and that the 
public is asking for the better 
grade of shoes more and more. 


POKANE, WASH.—Pastel 

parchment, water lily and shell 
gray are the best light colors, with 
rose-blush and blond next, at the 
Bob Winston store. One-strap mo- 
dels are selling best, pumps and ties 
next. The outlook, Mr. Winston 
says, is for slightly lower heels, 
12/8 and 14/8 military demand be- 
ing heavy. In French heels 22/8 





Throughout the South and South- 


west, the sandal has taken hold. 

This model, selling at $10 in the 

Louis Saks store, Birmingham, is 

featured in rose-blush, patent and 
parchment kid 


with extreme short vamp shoe are 
best. 

Colored kid and patent are run- 
ning neck and neck in shoe sales at 
The Crescent, A. A. Doose, man- 
ager and buyer, reports. Parch- 
ment leads, both in solid color and 
with contrasting trimming. Blond 
and _ water lily are second and gray 
third. 

Straps are preferred. Pumps are 
very good and ties fair, he finds in 
current buying. Heels have a ten- 
dency to become a little lower. 
Best French heels, 18/8 and best 


Giving Positive Information 


Cuban heels, 14/8 and 15/8, are de- 
manded. Satins are slow. 

In children’s footwear the trend 
is following the ladies’ mode, only 
on modified lines. Oxford is the 
best issue for men and tan. is sell- 
ing first. 

Sport oxfords for men are run- 
ning well in black and white and 
in tan and blond calf. 


ANSAS CITY—C on flicting 
opinions and predictions of 

the spring features are seen in the 
displays in three popular stores on 





High-heeled pumps for the Middle 


West. Heggen’s store, m Des 

Moines, Iowa, shows the “LaBelle” 

at $8 with brown pin seal vamp and 
parchment kid quarter and heel 


Shoe Row here. A continuation of 
the patent leather popularity of the 
winter, a demand for specialties in 
reptiles and a liking for the new 
light shades trimmed in reptiles are 
three different opinions stressed in 
the displays of three contiguous 
stores. 

Hanan & Son at 1010 Walnut 
Street, while displaying the new 
and lighter shades of parchment. 
rose-blush and shell gray, still fea- 
ture patents in pumps, straps ani 
ties. Slippers and pumps in the 
light shades divide the displa) 
space in the windows about equall) 
with the patents and the sales are 
reported by William E. Collins to 
be about equally divided between 
the patents and the new features. 
Conservatism in the orders for the 
new shades is being practised, he 
said. Prices run from $12 to $18 
with the average at about $15. 

The I. Miller store is stressing 
reptiles almost exclusively.  Alli- 
gator, snake and lizard skins oc- 
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The T-strap pattern is one of the 


spring’s favorites. The Leo Kahn 

Shoe Co., of Dallas, Tex., calls this 

model the “Eloise” and sells it at 

$13.50 in pastel parchment kid with 

lace overlay, also in dark parchment 
kid with the same overlay 


cupy the favored positions in the 
display windows. 

The third store, Byrn’s_ Boot 
Shop at 1016 Shoe Row, is plac- 
ing more stress on the conventional 
light shades with the reptile skins 
relegated to a position of trim- 
mings. Caution in stocking the 
light shades is practised, however, 
R. M. Laudon, manager, reported, 
because of a knowledge of the hab- 
its of Kansas City women. They 
are a bit hesitant to accept any in- 
novation in footwear he _ has 
learned, and although the light 
parchments are the present feature, 
the reaction of the customers will 
be watched closely. The patent 
leathers which served so. well 
through the winter months are not 
forsaken in the spring offerings. 


T. LOUIS.—Cold weather, to- 

gether with rain, added little or 
nothing to the spring shoe buying 
impulse during the week. There 
was some slackening . tendency, 
which was directly responsible to 
the inclement weather condition 


‘was the opinion of those operators 


interviewed. 

The volume holds well in spite of 
this situation and while some slight 
decrease may show in the final fig- 
ures when comparing them with 
those of a year ago, this would not 
indicate that the retail shoe mer- 
chants did not have a good month. 
Easter week last year was thrown 
into the last week of March and 
this period in any merchant’s busi- 
ness is a large factor in piling up 
volume. 













Some stores report their sales 
ahead of last year and if the month 
does finish with a decrease for some, 
as one merchant stated, it would 
not be sufficient to buy a Ford. 

The style situation continues to 
be perplexing with black showing 
unusual strength. This condition 
has caused merchants some uneasi- 
ness, but wiser heads remain calm 
and advise sitting steady in the 
boat. 

Their theory is the season has 
not opened and until women pon- 
der over their spring regalia, 





Another T-strap model, also from 
Dallas, is this number, selected from 


the line of Volk Bros. It is known 
as the “Cadour” and sells for $15, 
in stone kid with genuine lizard in- 
sert and gold piping; also in black 
satin with black and silver woven 
insert and silver piping 


which will only be induced by the 
approach of Easter and warmer 
weather, little demand can be ex- 
pected for color kid footwear. 

Colors are selling from a check 
up in a number of stores about 
fifty-fifty with black. This figure 
shows a slight slipping of black in 
favor of colors. 

The parchment field leads in tone 
selection. 

The proportion of gray against 
other shades in the color kid field 
is one in ten. This, however, does 
not meet the expectation of those 
who bought them in heavier propor- 
tions. 


ALTIMORE, MD.—T hough 

parchment pastels, shell grays 
and rose blush continue to share in 
the demand for spring footwear, 
there is noted a tendency toward 
patent leathers and, according to 
some of the representative buyers of 
this city, patent leathers will occupy 


Shoes for the younger men appear. The 
“Stadium,” at the right, is sold for $8 
by the Capitol Clothing Store in Mont- 
gomery, Ala, It is in tan crocodile grain. 
The “Campus,” somewhat more refined as 
to line, comes also in tan, at $10. Jt is 
shown at the left 
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a prominent place in the season’s 
footwear. There seems to be no 
special reason why women should 
turn their attention to patent leath- 
ers, unless it be the much heralded 
and greatly advertised black and 
white for women’s apparel. “This 
is a black and white season,” is a 
slogan seen everywhere, and with 
these black and white effects, patent 


leathers, it is said, are most be- 
coming. 
Local shoe merchants are not 


pushing patent leathers very strong- 
ly for the spring season. One reason 
is that some of them do not have 
much confidence in them, and an- 
other is that most of the stores are 
pretty well stocked up on the colors 
in footwear, such as parchment 
pastels, rose blush, shell gray, wis- 
taria, stone and many others, and 
they are going to do all they can to 
push these styles. 


REENWOOD, S. C.—Geo. A. 
Byrd says that the swing to 
black shoes wlil come much earlier in 
this town than usual, due to the fact 
that customers seem to be more eco- 
nomical. Last year the swing started 





Miller & Rhoads, of Richmond, Va., 
have a special section of their foot- 
wear department devoted to diggy 


shoes for flappers. They refer to tt 
feelingly as the “Dog Kennel.” 
This is one of the inmates, selling 
well at $10. Comes in peach blush 
calf, piped with cherry patent and 
trimmed in cobra calf 


in August; this year the indicativns 
are that it is on now. This means 
that white shoes will be much 
stronger, for nothing takes the place 
of whites in the smaller cities. 


enero 


When you change your hat, 
May 15, why not change your 
shoes? 
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The Salesman, the Doctor, the 
Lawyer, the Superintendent, the 
Policeman, the Musician 


—in fact, any man who stands a good deal 
or has weak arches will befriend you for 
selling him COPEG-ARCH SHOES. 
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This is more than just an arch support 
shoe. It is a shoe of permanent sup- 
port for the arches because the pegged 
shank doesn’t weaken. It keeps right 
on giving strong, comfortable (not 
absolutely rigid) support—and the 
entire shoe holds its shape far longer 
for that reason. 


Show and explain to men the unique 
construction of the COPEG-ARCH. 
They'll buy. Then you'll be sure of 
their repeat business. This isn’t 
theory—it’s Aistory for hundreds of 
successful dealers. 


No. 36 
IN STOCK 
Black Kid Copeg-Arch Oxford Chester 


Last—USMC ply rubber heel—medium COPELAND-RYDER CO. 


weight sole—kangaroo tip. AAAA/AA 
8 to 12, AAA/A 8 to 12, AA/B 7 to 12, JEFFERSON, WISCONSIN 


A/C 6% to 12, B/D 6 to 12. $6.00. 
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In Stock—Ready to Ship 


LIZETTE—Stock No. P-251 
Price 85.10 
“Foot Friend’’ tie in patent chrome. 
14/8 celluloid heel. Goodyear we! 
LIZETTE—Also_ carried in ameeth 
ebony kid with leather heel. 
Price $5.00. Stock No. K-203 


CAROM—Stock No. K-201 
Price $5.15 

‘“‘Foot Friend’’ tie in ebony glazed kid. 
14/8 leather heel. 1/8 Wingfoot Uskide 
top. Goodyear welt. 

CAROM—Also carried in patent with 
cellu'oid heel. Price $5.25. Stock 
No. P-253. 
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Foot Friend Shoes 


Supply the Desires of 


Women and Merchants 


FOOT FRIENDS supply the desire of every 


woman for smarter footwear at a popular price. 


Supply the merchant’s desire for footwear that 
sells out fast and clean and pleases his customers. 


Foot Friends seem to have hit the bull’s eye of 
just what women want these days. In no other 
way could you explain their instant popularity 
wherever sold. 


Show Foot Friends to any woman who appre- 
ciates a daintily dressed foot—immediately she 
senses Value, Style and Distinction that are out 
of the ordinary. And right away her buying- 
instinct gets into action. 


That’s why merchants everywhere are finding 
that Foot Friends are setting the pace in sales 
and profits. 


A Foot Friend Courier is now in your territory 
with the captivating new models. Welcome him 
—for he brings you footwear that wins friends 
—builds Trade. 


THE LAPE & ADLER CO. 


Makers of “Foot Friend Shoes” 
COLUMBUS, OHIO 


“FOOT FRIEND” COURIERS 


Dolph G. Hoyt. Phil Miller 
Barney Coens A. Ray Jackson A. P. Richards 
Bertrand J. Coens H. L. Lape, Jr. Jack Spurlock 
Larry Conners Paul J. Lee Tom Talbott 
Ray Glascock P. A. McGiffin J. ©, Thomas 
J. ©. Friedauer J. R. MeNierney 


Dunbar Archer 
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—to fill the gaps made by your 
spring selling. You'll get good 
shoes by return express. Not only c 
shoes that look well — but that 

look well longer. 


And that’s what brings “em back. 
Sixteen active selling, repeat build- 
ing styles ready for you. 


Write to Wright for one or a 
hundred pair. 


gst Wait 


- SHOE 

















Summer Weight 


Stock No. R475—Im- 
orted black calf seam- 
less foxed oxford, light 
weight sole, feathered 
edge, rubber heel, 
“Savoy” last. 





Stock No. R470 
Same shoe in No. 98 Collis calf. 
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The Frat 























Stock No. R371—Im- 
ported black calf ox 
ford, extra heavy sole, 
large leather heel, 
“Frat” last 

Stock No. R372— Same shoe in 
tan Dundee 

Sizes: A—7'% to I! B—6™% to 
11 C—6 to I! D—6 to I! 
Price $6.00 


Summerweight 





Stock No. R471 
Round Frat Last 


Imported Black Calf 
Oxford. Medium Sole, Feathered 
Edge, Leather Heel. 

Stock No. R472 

Same Shoe in Tan Calf 
SIZES SIZES 

A—7% to I1 C—6 to II A—7% to Il 
B—61% to II D—6 to I1 B—614 to I! 
Price $5.75 





Stock No. R151 
Varsity Last 


Imp. Black Calf Oxford. 
Overweight Sole, Leather Heel. 


Stock No. R150 
Same shoe in light shade tan calf. 


COP 


Price $6.00 


YIInc. Rockland , Mass. 













I KNOW of no more ef- 
fective way to increase 
sales of men’s shoes than 
by featuring summerweight 
shoes forsummerand heavy- 
weight shoes for winter. 
The average man would 
rather take a licking than 
break in a new pair of 
shoes. Light, soft, sum- 
merweight shoes eliminate 
this great mental hazard to 
a large extent. 
The lining of the shoe is 
i a sock that is never 
changed. How much more 
hygienic it is to change 
your shoes at regular inter- 
vals. This is an idea that 
; the dealer should try to get 
: across to the consumer. 


4.4 bz; 
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George Geuting, successful shoe merchant of 
Philadelphia, Pa., needs no introduction to Boot 
and Shoe Recorder readers. He believes in 
comfort features, such as Armstrong’s Cork Box 
Toes and Cork Counters. 


BRANCH OFFICES 
Boston, Mass........... 197 South St. 


New York City....... 50 Church St. 
Chicago, Iil.....320 W. Randolph St. 


Armstrong Cork Company, Speczaltzes Division, Lancaster, Pa. 


Minneapolis, Minn..316 Third Ave., N. 
Cincinnati, O.......0. 1017 Broadway 
St. Loett, Mb.s.60< 204 S. Third St. 


Armstrongs Cork 
Box Toes and Counters 
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George Geuting 
of 
Philadelphia 


Boosts 
Summerweight Shoes 










K ORWARD-LOOKING retailers, men working 
to better the retail shoe business, are coming out 
strongly for the lightweight shoe. They see in the 
summerweight shoe a constructive means of in- 
creasing retail sales of men’s shoes. 

Armstrong’s Cork Box Toes and Cork Counters 
will go a long way toward making the lightweight 
shoe a practical success. In addition to cutting 
down the weight, they provide the comfort and flex- 
ibility so desirable in a summer shoe. And they 
preserve the shape and style of the shoe indefinitely. 

Every retailer should. profitably tie up with this 
progressive trend toward lightweight shoes. Your 
manufacturer will gladly put Armstrong’s Cork 
Box Toes and Cork Counters in your next order of 
shoes if you ask for them. 

















BRANCH OFFICES 
Toronto, Canada Armstrong Cork & 
Insulation Co., 11 Brant St. 
Montreal, Canada...Armstrong Cork 
& Insulation Co., 901 McGill Bldg. 


B-68 





BRANCH OFFICES 
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Who’s Who on the Road 


The Traveling Salesmen We Tell About Here 
Are the Boys Who Deliver 


AVE DAVIS, N. S. T. A. “Treasury 

Watch Dog,” has been sojourning 
at Hot Springs, Ark., of late. Dave is 
being “chaperoned” by John Spalo, 
merchandise manager and shoe buyer 
for “The Hub,” Chicago. Dave is Chi- 
cago representative for Thompson 
Bros. Shoe Co. of Campello, Mass. 


L. RITCHIE 
*represents 
Copeland-Ryder 
Shoe Co. of Jeffer- 
son, Wis., in Iowa, 
North Dakota, 
Minnesota, —% 


Illinois. a 
Ritchie has a host 
of friends in his 
territory, who re- 
fer to him as 
“That Grand Old 
Man.” His fine 
physique, _ includ- 
ing his six feet of 
height, his rugged constitution and his 
pleasing personality, have all con- 
tributed to make his many years of 
shoe traveler experience sit lightly 
upon his shoulders. F. L. writes: “I 
am now making my 75th trip and my 
house, the Copeland-Ryder Shoe Co., 
surely make a splendid grade of men’s 
shoes, and enjoy a fine reputation 
thereon.” 


F. L. Ritchie 


M. OAK- 
*MAN, who 
recently repre- 
sented Norman & 
Bennett, Inc., is 
now representing 


women’s turn 
line of New- 
buryport, Mass. 
**Oakey,’’ an 
honorary  presi- 
dent of the N. S. 
T. A., is one of 
the best known 
traveling salesman in the country. His 
territory for the Learned folks will 
be from Chicago to the Coast, North 
and South. 


WwW. M. Oakman 


IXTY-SIX traveling salesmen, car- 

rying the line of the H. C. Godman 
Co. over the entire United States, left 
for their territories recently, follow- 
ing the usual semi-annual sales con- 
ference held at the company’s head- 
quarters in Columbus. The salesmen 
are very enthusiastic over the outlook 
for the fall season. Salesmanager J. 
E. Jones, explained the new lines, in- 
cluding men’s McKays and welts; 


By HELEN M. HANEY 


women’s leather heels, women’s covered 
heels; and children’s, growing girls’ 
and misses’ McKays and stitchdowns. 
All of the lines are built to retail at 
popular prices. A number of new 
leathers and trims were shown in the 
ladies’ and misses’ lines and the com- 
pany has recently finished a very suc- 
cessful season, Mr. Jones believes that 
with the improved line and new prices, 
the outlook for fall is good. (UTPS) 


HE Iowa Shoe 

Travelers’ Aux- 
iliary has held its 
election, with K. B. 
Newcomer, presi- 
dent. “Prexy” 
Newcomer repre- 
sents McLaughlin- 
Sweet Shoe Co., 
and his photo was 
shown in a recent 
RECORDER’S ‘‘Who’s 
Who on the Road”; 
L. C. Hyde, who 
represents’ the 
Peters Branch of 
the International Shoe Co., was elected 
first vice-president; J. C. Clark, rep- 
resenting the Sherwood Shoe Co., sec- 
ond vice-president; Sol Sands, repre- 
senting the Brown Shoe Co., was elect- 
ed secretary-treasurer. Solly sells the 
line of The Brown Shoe Co., St. Louis. 
At the recently held Iowa Convention, 
we learn that “Sol wore a smile, with 
his other regular garments,” the while 
he told the buyers all about “Buster” 
and his new numbers. 


. 


Sol Sands 


HE Boston Shoe 

Associates held 
their forty-second 
annual meeting 
and banquet at the 
Hotel Statler on 
the evening of 
March 30, at 6.30 
o’clock. The princi- 
pal order of busi- 
ness_ transacted 
was the election of 
officers for the en- 
suing year, as fol- 
lows: President, 
Oliver M. Blood; 
vice-president, Mortimer H. Richard- 
son; secretary (re-elected), Robert 
Mills; treasurer (re-elected), Charles 
W. Morrill. Directors—A. A. Hasel- 
tine, George B. Field, A. F. Jones, 
J. C. Steadfast and Daniel Tyler, Jr. 
Among the 150 in attendance were sev- 
eral prominent members of the whole- 
sale trade, and the national secretary, 
T. A. Delany. Charles W. Morrill (re- 
elected treasurer) is also the president 


Charles W. Morrill 


of the National Shoe Travelers Asso- 
ciation. An excellent program of vocal 
and instrumental music was an attrac- 
tive feature of the interesting event, 

This association has the distinction 
of being the only one of its kind in 
existence and is composed exclusively 
of manufacturers and salesmen who 
sell to the volume trade. Its member- 
ship is limited to 100; it has an asso- 
ciate membership, and there is always 
a waiting list. 


J F. MULCARE, for many years with 
* Weber Bros. Co., up to the time of 
this firm’s liquidation, now represents 
the Killory-Moriarty Shoe Co. of 
Brockton, Mass. 


N S. T. A. Vice- 
* President, 
Homer H. Beals, 
who is chairman of 
the N. S. T. A. 
Legislative _Com- 
mittee, is ways 
working for the 
best interests of 
the boys on the 
road, and the shoe 
trade, in general. 
Of late, he has been 
active in the fight 
against surcharges 
on Pullmans, and 
it is hoped that through his strong influ- 
ence the matter will be brought up 
again for discussion, and for the elimi- 
nation of this unjust tax, at the next 
session of Congress. Mr. Beals is form- 
ulating a plan by which, not only all 
shoe travelers, but all commercial 
travelers, will take a more active and 
personal interest in the subject. 


Homer H. Beals 


r[HOMAS A. DELANY, Secretary of 
the National Shoe Travelers’ Asso- 
ciation, addressed the Manchester, N. 

. Shoe and Leather Continuation 
School on the evening of March 24 on 
the subject of “The Shoe Salesman.” 
Mr. Delany gave the pupils an interest- 
ing and instructive outline of the meth- 
ods pursued by the modern shoe trav- 
eler, interspersed with a number of in- 
teresting personal experiences. The 
school, which has been successfully ad- 
ministered through its first season by 
H. S. Wonson, of the W. H. Mce- 
Elwain Co., held its formal graduation 
exercises on the evening of March 31. 
Mr. Delany told the writer of these col- 
umns that he never had more pleasure 
in addressing a group than he enjoyed 
on this occasion. He commented on the 
high grade of character of the young 
men composing this class. 
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This is the women’s Walk-Over sales force, “snapped” with others, who handle 
both lines: Back row, left to right—F. Weston Townsend, Harold C. Sand- 
strom, J. Douglas McRobbie, Eugene C. Winters, Harry E. Mackinnon, Anton 
:, Miller. Second row, left to right—Ralph B. Mendall, Lewis Jones, Mose Smith, 
_ J. Joseph Condon, Frank B. Riddleberger, Raymond E. Jackson, Paul E. Cush- 
.. man, Claude W. Burt; Charles T. Hudson, Arthur R. Corayer, S. Wilson 


, Smith. 


Seated, left to right—Roger E. White, Hugh A. Stubbins, Howard 


' N. Keene, Frank E. Packard, manager women’s department of design; Clinton 


J. Porter, Chester L. 


Taber, Horace N. Baker, William D. Pitcher, Elmer 


L. White. 


“WO hundred shoe salesmen, factory 
and office executives recently 
“wound up” their four-days’ confer- 
ence with a dinner at the Walk-Over 
Club, Brockton, Mass. All of the sales- 
men were present with the exception 
of G. H. Wilkins, W. E. Vawter, Frank 
Tilt and Irving F. Briggs, who were in 
their territories. But all are now on 
their trips confident that they will send 
back orders which will keen the big 
Walk-Over plant running at capacity. 
President Harold C. Keith, who is in 
California, sent a telegram of greet- 
ing, in which he said that on his re- 
cent swing to the Pacific Coast, he has 
found conditions much improved in 
most of the retail stores which he 
visited. Vice-President Charles E. 
Moore read a telegram acknowledging 
receipt of a telephoto of a new Walk- 
ver style, sent from Boston to San 
‘rancisco, in 15 minutes, on order of 
a ‘Coast buyer, who in turn ordered 
from the telephoto. 


RNEST A. BURRILL, Walk-Over’s 
sales manager, presided and gave 
the men a real selling message. How- 
ard N. Keene, Walk-Over salesman, 
presented the viewpoint of the travel- 
ing men, telling some of their prob- 
lems and how the men at home, in the 
factories and in the offices, can help. 
He pledged the united efforts of the 
salesforce for a bigger and better sea- 
son. 


EORGE H. LEACH, vice-president 
of the Walk-Over Co., in the ab- 
sence of President Keith, spoke for the 
company. He referred to the fact that 
the 58rd anniversary of the company 
comes on July 1 and that the Walk- 
Over Dealers’ Association is to hold its 
convention in Brockton at that time. 
Courage, fight and confidence will bring 
the desired results, he declared. He 





stated that the company is holding to 
all of its factories and is going to use 
them all. Mr. Leach read figures 
showing that New England is far from 
being decadent, and is, in fact, showing 
growth and progress. He referred to 
the record of the company as evidence 
of its ability to meet the situation 
which has existed in the industry for 
the last few years. 






























This is the men’s Walk-Over sales force, “snapped” with 
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ILTON HARPER of Philadelphia, 

representing the thousands of 
Walk-Over retail merchants in this 
country, talked on the retail merchant’s 
problems. Fred C. Schinke of Indian- 
apolis, another Walk-Over retail mer- 
chant, was a guest and was intro- 
duced to the gathering. He had pre- 
viously addressed the salesmen. 








URTHER plans for an active mem- 

bership campaign in the New York 
Boot and Shoe Travelers Association 
were laid at the regular monthly meet- 
ing held on Saturday, April 2, in the 
offices of President Robert B. Smith in 
the Marbridge Building, New York 
City. Initiation fees have been dis- 
pensed with until the end of April, and 
the campaign is expected to close with 
a dinner at which prominent manufac- 
turers and retailers will address the 
salesmen. 

Considerable discussion was held on 
the national association group insur- 
ance plan, and all members of the local 
are being urged to enroll in it. Re- 
ports were made by the membership 
committee, which is operating under 
three lieutenants—F. L. Armstrong, 
J. Watson and Harry Tove. 

The next meeting will be held in the 
rooms of the national salesmen’s asso- 
ciation in the Hotel Pennsylvania. It 
is probable that the meeting date will 
be shifted from the third Saturday af- 
ternoon of each month to a more con- 
venient date. 
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When you change your hat, 
May 15, why not change your 
shoes? 
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others, who handle 


both lines: Back row, left to right—S. Wilson Smith, Paul E. Cushman, 
J. Willard Horton, F. Weston Townsend, Harold C. Sandstrom, J. D. McRobbie, 
Harry H. Hough, Orrin R. Smith. Second row, left to right—Chester N. Alex- 
ander, Theodore F. Mendall, Harry McClelland, Jr., Lewis Jones, Edward F. 
Callahan, Mose Smith, Eric Harnesk, John W. Condon, Claude W. Burt, 
Luther W. Randall, Charles A. Shaw, E. Walter Baker, Henry A. Holzer. 
Seated, left to right—Richard H. Launder, Charles A. Benjamin, Harry R. Chur- 
buck, Dean B. Stover, Ernest B. Carr, Walter D. Leach, manager men’s depart- 
ment of design; Frank R. Wall, Charles H. Keith, Melvin H. Pingree. 
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LF. Dommericl & Co. 
Factors 
General Offices, 254 Fourth Avemre 


New Dork 
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Ve solicit correspondence 
in regard lolhe bervices we render 


OVER 85 YEARS EXPERIENCE IN HANDLING THE LARGEST ACCOUNTS 





























CORRECT 
STORE 
SEATING 


Chairs of artistic design at absolutely 
lowest prices. 
An all veneer chair and an all up- 
holstered chair 

ARE CONSTANTLY IN STOCK 


Send for illustrated circular of other styles. 


Educational Furniture Corporation 


723 Seventh Ave. New York, N. Y. 
Distributors Wanted 











Sturdy Work and Play Shoes 
for Men and Boys At a Price 


Men’s Nailed Work 
Shoes — Composition 
or Leather Soles— 
Dry Welting — Good 
Grade Plump Elk 
Uppers. $2.00 Net 
F.O.B. 


$2.00 Net 
Packed in 12 pr 
cases: 6/9, 6/10, 
7/9. 6/11, 7/10, 
7/il 


Dry Welt 


Boys: Tan only with comp. soles, packed 12 prs. to a 
case. Sizes 1-6. Without welt. $1.65 Net. 


Also Men’s Goodyear Welt Work Shoes with Dry 
Welt, Extra Heavy Leather or Comp. Soles, Black or 
Tan—Packed as above. $2.85 net. 


Try a sample dozen and become one of many satisfied 
customers. 


J. A. KEMLER 
“Always Underpriced” 
108 Lincoln St., Boston 
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AOCHESTER 





SHOES 


*“Regent” 


28 STYLES eee 
IN STOCK 


p-sos—wite cut, cot, 4, They Speak for Themselves! ys: oie ....2428 


FeUE WEE ...+-+. B-3942—Black Satin..... 4.25 
99 
“Speed 
























Alfa’ 










B-773—Patent .......... $4.75 B-238S—Patent Leather 


t 
B-763—Parchment Kid... 5.25 with Parchment, | 45 Goodyear Welt 


B-178S—Parchment Calf, 
Parchment Casino 
Calf Insert and 























§ 
if 
4 . DOMSGO ccccccocs $5.00 
a Y _ ~ : 66 29 
Na hes eg Ale 
sore aby - * me / ee | 
i B-774—Patent ......... $4.50 B-708 
i B-764—Parchment Calf... 4.75 $-794—Shell Gray Calf ba pot ay ey Pip. 
f B-798—Shell Gray Calf.. 4.75 (Blue Underlay) ..$4.75 ON ccvcssuaaaed $4.75 
y B-792—Parchment Calf B-708S—Patent Leather 
4 (Abbo Patent Un- (Parchment Calf 
i “Ok 29 derlay) ........+. 4.75 i 4.50 B-282—Pearl Gray Suede.$4.75 
ay B-793—Patent (Parchment B-738S—Shell Gray Calf B-258—Parchment Kid... 5.00 
y Calf Underlay) .. 4.50 (Blue Piping).... 4.75 B-573—Black Satin...... 4.25 














Terms 
Net 30 Days 








B-262—Shell Gray Kid. .$5.25 
B-259—Parchment Kid... 5.25 
B-260—Patent ......... 4.75 


THE MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 
Rochester, N. Y., U. S. A. 
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ia New York Office: 612 Marbridge Bldz. Oakland, Cal., Office: 424 Belview Ave. 

i B. W. MOYLAN ’ “H.’s. KUSHINS 

: Cleveland Office: 1599 Union Trust Bldg. Los Angeles Office: 107 East Sth Street 
A. F. JENKS Cc. E. VanDEGRIFT 









Chicago Office: Majestic Hotel 
F. J. SAATEK 


Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 



















1927 
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Boston Shoe Merchants Consult 
N. E. Ass’n on Summerweights 


Discuss Publicity Campaign 
to Strengthen Interest in 
Seasonal Shoe 


Boston—A number of prominent re- 
tail shoe merchants last week met at 
the New England Shoe and Leather 
Association, for the purpose of con- 
ferring with President Alfred W. 
Donovan as to the best methods of 
bringing about a 100 per cent ob- 
servance of Summerweight Shoe Day 
by the New England retail trade, May 
15. 

Among those who participated were 
President D. F. Sullivan, of the 
Massachusetts Retail Shoe Merchants’ 
Association, Hon. John S. Kent of 
Brockton, and Major Charles T. 
Cahill of the United Shoe Machinery 
Corporation. Dr. Joseph  Lelyveld, 
Clinician-in-Chief of the Foot Clinics 
in Boston and Director of the National 
Association of Foot Hygiene, also was 
present and made some valuable sug- 
gestions as to publicity methods. 

One of the most encouraging state- 
ments was that made by Major Cahill, 
a member of the association’s summer- 
weight committee, who has attended 
most of the retailers’ conventions held 
in different parts of the country during 
the past winter, and who stated that he 
had found a decidedly stronger interest 
in the summerweight propaganda on 
the part of the retail trade. It was the 
general opinion of those present that 
the summerweight movement will go 
over big this year, as compared with 
1926, although it is conceded that some 
time must yet elapse before the entire 
trade is sold on the proposition. Sev- 
eral of those who took part in the con- 
ference advocated the closer linking up 
of the shoe trade with the men’s fur- 
nishers. 


For Ladies’ *“‘Smokes’”’ 


ATLANTA—A new note in shoe de- 
partments here was furnished through 
the introduction of cigarette stands in 
the ladies’ shoe department in the Davi- 
son-Paxon Co.’s new store. These stands 
are plentifully supplied with perfumed 
cigarettes, and really, the ladies puff 
away while trying on shoes. This 
Patrician shoe department is in charge 
of P. J. Shuttleworth. It is elaborate- 
ly furnished with upholstered chairs 
set in an informal manner about the 
room, which is around eighty by forty 
feet. In the concealed shelving is space 
for 15,000 pairs of shoes. A children’s 
department has also been installed in 
this new store. 








New Red Cross Store 


WorcEsTER, Mass.—James D. Boyle, 
New England and New York State 
representative of the Red Cross Shoe 
Co., recently opened a new Red Cross 
shoe department in Stayman’s Ready- 
to-Wear Store, Chamber of Commerce 
Building, 30 Franklin Street, this city. 
Alphonse Rodier, one of the most 
prominent shoemen in Worcester, is in 
charge. Mr. Rodier has been in the 
shoe business all of his life, and has 
an extensive acquaintance with the 
public. For many years, he sold shoes 
at W. J. Woods Co.’s store here, and 
for the last four years at the local 
establishment of Wilbar’s. He has a 
pleasing personality, and enjoys a big 
following. Mr. Rodier will broadcast 
twice a week from Station WTAG, on 
“Care of the Feet.” Shoes will be 
stocked from AAAA to E’s, in sizes 
up to 10, the policy being to carry 
sizes and styles. 

The new Red Cross shoe department 
is fitted up in salon effect, the color 
scheme being in soft reds and golds, 
with easy chairs and sofas, in rich 
tapestry, tall lamps, and other appoint- 
ments. 








W. H. Gibbons, president of The 
Thayer McNeil Associates, Bos- 
ton, a progressive retail shoe 
store salesmen’s organization— 
now in its fourth year of exist- 
ence. Mr. Gibbons was toast- 
master at the recently held an- 
nual party, when all of the sales- 
people and executives from the 
two Thayer McNeil Co.’s stores 
made merry with dinner, dance, 


vaudeville, prize waltzes and 
other original entertainment 
“stunts” 
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When you change your hat, 
May 15, why not change your 
shoes? 
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Garman and Mensch 
Visit Pittsburgh Ass’n 


PITTSBURGH (UTPS)—At the March 
meeting of the Pittsburgh Shoe Retail- 
ers Association which was held at the 
store of the W. M. Laird Company, 618 
Liberty Avenue, the members, and 
friends whom they were invited to 
bring along, were favored with the 
presence of George Garman, president 
of the Middle Atlantic Shoe Retailers, 
and Cal Mensch, managing director 
and secretary of the association. 

As the first speaker, Mr. Garman 
made some very pertinent remarks 
which literally “hit the spot.” He 
pointed out to his audience that while 
the grass always looks greener in the 
other fellow’s field, it is not. And 
that the shoe business is not only just 
as good as any other, but a great deal 
better than many when properly con- 
ducted. 

Cal Mensch was introduced as the 
next speaker by William Laird, Jr., 
new president of the local association 
who presided at the meeting and with 
the aid of a chart which he had worked 
out, showed a practical method of stock 
control and also explained how his fig- 
ures could be adapted to meet a variety 
of conditions, pointing out the fact that, 
“No two shoe stores in any one block, 
anywhere, can merchandise the same.” 

_The remainder of the meeting was 
given over to an Open Forum discus- 
sion during which Mr. Mensch was 
called upon frequently to answer ques- 
tions and give opinions on various sub- 
jects, including the evening’s talk. 

C. Voller of Hanan & Sons, 531 Wood 
Street, was introduced as a new mem- 
ber of the Board of Directors, taking 
the place of D. F. Petty because of 
the latter’s inability to serve. 

After a short discussion on the topic, 
it was the unanimous opinion that light 
colored shoes will continue to be good 
throughout the spring and summer 
season. 


Green’s Store Moved 


ATHENS, GA.—Green’s Shoe Store 
moved last week into their new quart- 
ers opposite the Holman Hotel. The 
new store is very attractive, and John 
E. Green has received many compli- 
ments. 


Engel Opens Store 


BARTLESVILLE, OKLA.—Ralph K. En- 
gel, formerly store manager for 
Cook-Dillingham Co., this city, and 
recently with Brauer Bros. of St. 
Louis, is opening a new store at Bar- 
- aga to be known as Engel’s Shoe 

tore. 
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Tie up with it! Profit by it! Striking sales producing copy—advertisements that 
are sending millions of people into the stores of Foot Comfort merchants— is 
appearing every day this year in 








48 Leading Magazines with a tremendous total circulation ov 
of over 67,000,000 people. roms 


7325 daily, Sunday and weekly newspapers, including 33 
Rotogravure sections and 45 Foreign Language publica- ; 
tions—weekly circulation over 74,000,000. b 


Many people right in the vicinity of your store—folks with foot trouble—are reading Dr. Scholl Foot 
Comfort advertising in these great magazines: 








American Magazine Motion Picture Magazine Woman’s World 
Collier’s Weekly Motion Picture Classic People’s Home Journal 

Woman’s Home Companion  Photoplay Capper’s Farmer 

Saturday Evening Post McCall’s Magazine Country Gentleman 

Ladies’ Home Journal Breezy Stories Farm & Fireside 

Pictorial Review Droll Stories Farm Journal -. 
Delineator Young’s Magazine Farm Life 
Good Housekeeping Life Successful Farming 

Screenland Literary Digest Southern Agriculturist soon 
True Story Sunset Kansas City Weekly Star 

Cosmopolitan Physical Culture Christian Herald j 
Red Book Household Messenger of the Sacred Heart Foe 
Holland’s Magazine Gentlewoman Extension | 
Liberty Magazine Needlecraft Columbia 

Smart Set People’s Popular Monthly Normal Instructor 

McClure’s Mother’s Home Life 


These foot weary people can be made your customers—steady, repeat customers—if you give them the 


valuable Dr. Scholl Foot Comfort Service. : 
Display Dr. Scholl’s Foot Comfort Appliances and Remedies in your window. Push them! Then 


watch your shoe business grow! 


THE SCHOLL MFG. CO., INC. 


Largest Manufacturers of Foot Specialties in the World 
213 West Schiller St., Chicago 62 W. 14th St., New York 112 Adelaide St. E., Toronto 
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Si ops Shots Slippin 
at the Heel@ » 8 


and prevents stochi 
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staining at the heel 


(The patented 
cup-shaped 
center 


does it) 


Dr. Wm. M. Scholl, world-famous foot authority, is the inventor of 
this new, ingenious and inexpensive device. It has won instant 
favor of well-grooméd women everywhere, because it positively 
—prevents shoes from slipping and rubbing at the heel 

—prevents hose from wearing out at the heel 


—prevents unsightly staining of delicutely colored hose at the heel. 
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Think of the added comfort you 
will enjoy asa result of your shoes 
fitting snugly at the heel, instead 


—Dr. Scholl's Nu-Grip Heel Liner 
—which is attached easily to the 
inner side of the shoe counter, 











lof slipping and rub- ‘ 
bing, causing pain- 
ul blisters and 
allouses! 

And think of the 
aving this will 
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rice of new stock 
2s alone, to say 
thing of never 
ving their deli- 


and invisible. 
Made of soft ve] 
vet-like rubber i 
colors to mate 
the popular shade 
of shoe linings— 
black, white, tan 
and champagne. 
And so inexpen- 
sive—30e—that you 





EASY TO 
ATTACH 








De Scholl 


will want a set for 
every pair of your 
shoes. You can get 
Dr. Scholl's Nu 
Grip Heel Liner at 
all good shoe and 
department stores. 


Dr Scholls 
-GripHeel Liner 


Made by THE SCHOLL MFG. CO. 
‘Chicago » New York - Toronto - London 


te color marred 
stains at theheel! 











gest Mukers of Foot Comfort Appliances and Remedies 
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= Dr. Scholl’s Foot Balm. All soreness 
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oA New Way to Rest Painful 
Feet and to Win Foot Happiness 


FTER a hard game of golt—a -“ ; 
4 long evening of dancing—or — 
, day of much walking or standing—¥ our 
vet are hot, tired and ache, often swollen 
rom the exertion. It makes you ache and 
el tired all over. wh 
The reason for this is that the arcu! i 
Your feet are not usee 


> 4 
non 1s congestca. 
, i strains 


to long-continued stresses anc ji 
An application of Dr. Scholl's Foot 
Balm immediately relieves this condition. 
t stimulates circulation, ends the pain, 
leduces the swelling, opens the pores, and 
makes the feet normal and comfortable, 


helighttully cooled and refreshed. 
: and chafing 


For Swollen, Painful Feet 


tendernefs, irritation 


It also relieves painful corns, 
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ae RUE PING; 
WINNEBAGO CALF 














For men’s fall shoes 


we recommend four 
new shades of tan 


Windsor Tan No. 73 Jamaica No. 150 
Harvard No. 151 Stroller Tan No. 179 













Together with black, these four shades 
ranging in tone from medium to dark 
tan, are winning general preference of 
manufacturers for fall samples. These 
colors, enhanced by the high finish of 
Rueping’s Winnebago Calf, will attract 
many a customer into many a store. 











Color swatches on request 








FRED RUEPING LEATHER CO. 
FOND DU LAC, WISCONSIN 


Branches: Boston Chicago San Francisco Cincinnati 
Milwaukee Montreal St. Louis New York 
Northampton, England Paris, France Frankfurt, Germany 
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I. MILLER PRESENTS 
THE SEASON’S MOST SUCCESSFUL 
SELLERS IN STOCK! 


Here are tested, wanted 
styles that are selling fast in 
I. Miller stores and agencies 


throughout the country— 


styles in strong demand 


that I. Miller offers IN 
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20%/8 Spike heel; light turn 

sole, bead edge, 115 last. .$7.75 50-60 Guutee on ne 108 
: ey snake, 

31-80 Black Satin, as above, last, 19/8 Spike heel. ..$13.50 


7. 
81-80 White Bp Ke delivery! 53-50 Genuine biege rer 1 as 


heel, 115 1 


The Festa 


01-121 Patent leather, cut-outs 
The Carmen on quarter, turn sole, 14%/8 
01-26 Patent Leather, 17/8 Junior Spike heel, 90 last.$7.75 
Spike heel, 86 last....... $7.50 31-121 Black Satin, as above, 
31-26 Black Satin, as above, $7.75 
$7.00 
01-168 Patent Leather, round 
toe, Regent straight cut opera, 
19/8 Spike heel, 136 last.$7.50 
31-168 Black Satin, as er oe The Twirl 
Widths AAA-C 01-34 Patent Leather, loopstrap 
slipper, 19/8 Spike heel, turn 
sole, 100 last $8.50 


31-34 Black Satin, as above, 
$8.50 

42-34 All Cream Kid, as above, 
$9.50 

AAA-C 2 to 8 


MILLER , 
The Ladair Leautiful Shoes nt Gayette 


04-73 All Patent Leather, black 
and gold enameled buckle, very 
light welt construction, turn ap- 01-161 Patent leather front 


Harris & Ely Avenues, Long Island City, N. Y. ject? turn Sole, ‘Tir lust. .38.50 
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“A Friendly Company” 


Over Fifty Years of 
Insurance Service 


Established April 7, 1876, the Central Manufac- —_— 


turers Mutual Insurance Company has for over 





From Financial Statement 


fifty years rendered a real insurance service to a January 1, 1927 





constantly increasing number of policy-holders by 


providing sound protection, by prompt payment of Insurance in Force 








honest losses, and by lowering the cost of insur- $267,078,219.00 

ance. It is today the largest and strongest mutual 

company in the United States engaging in a gen- Cash Assets 

eral fire insurance business. Measured by any $3,194,142.55 

standard of solvency, the company is thoroughly 

sound. Its policies are absolutely safe. By its cash Net Surplus 
$1,552,912.80 


dividends, it returns a 


Saving of 30% 


in insurance costs to its policy-holders. Policies, written 





Losses Paid in 1926 
$969,988.34 





on pos age and ne rpiencedgne basis, - be Dividends Paid in 1926 
t 
secured only through the accredited representatives o $686,943.91 


the company. The Central plan of business provides 





for relatively low commissions and makes no allowance 
“An old line, legal reserve, 
dividend paying mutual fire 
sound insurance to those whose property can qualify company.” 


for brokerage fees. It guarantees low-cost, absolutely 








as first-class physical risks. Miia am 





We will gladly give further information about the history and principles of the com- 
pany, the quality of protection and the substantial savings offered under its policies. 


Je CENTRAL 


Manufacturers Mutual Insurance Company 
of Van Wert. Ohio. 


FIRE AND AUTOMOBILE INSURANCE FOR SELECT RISKS 
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Wholesale Trade Shows Increase; 


Stocks Lower in St. Louis District | 


| Leather Company have recently been 


Business Affected Some- 
what by Lateness of 
Easter, and Cold Weather 


St. Lours—Business in the Eighth 
Federal Reserve District has shown 
improvement, according to the report 
on general business just issued by that 
organization. The part of the report 
devoted to the shoe industry is as fol- 
lews: 

“February sales of the eight report- 
ing interests were 1.3 per cent larger 
than the corresponding period last 
year, and 18.9 per cent below the Janu- 
ary total this year. Stocks on March 
1 were 1.5 per cent smaller than thirty 
days earlier and 14.8 per cent below 
the total on March 1, 1926. The de- 
crease in the month to month compari- 
son in sales was characteristic but 
slightly greater than the average for 
the past five years. 

“Business in men’s work shoes and 
the general line of -~ footwear was 
adversely affected y unfavorable 
weather conditions and lateness of 
Easter; and uncertainty of style held 
down buying of women’s specialties and 
fancy goods. Since March 1, improve- 
ment has taken place in road sales and 
shipments have been at a slightly 
heavier rate than during the closing 
weeks of February. Factory opera- 
tions were maintained at about the 
same rate as during preceding thirty 
days. No change worthy of note took 
place in prices of either raw materials 
or finished goods.” 

Business in the wholesale district 
has been brisk, not eo as large as 
experienced last March but the figures 
will run very close to that volume. An 
officer of a large company in discuss- 
ing the situation said they would ap- 
proximate last year’s record in sales, 
and surpass their profits for the same 
month of a year ago. 

In the style departments, colors 
seem to be having their share of the 
prestige. Just how long this will con- 
tinue is conjecture but the thought has 
been advanced that due to the late 
buying of color it is possible they will 
run well beyond Easter, which is op- 
posite to an earlier prediction that 
color, immediately following Easter, 
would show signs of slipping. 


Vollman, Sr., With Cahill 


CINCINNATI — George Vollman, Sr., 
who recently retired as president of 
the Vollman, Lawrence Shoe Co.. has 
become sales manager of the Cahill 
Shoe Co. He will call on his old trade. 








Larson Shoe Mfg. Co. 
Begins Operations 


Keokuk, IowA—The Larson Shoe 
Mfg. Co., a new women’s shoe factory, 
to make wood heel novelty McKay’s 
only, will be in full swing on or about 
April 16. The first pair of shoes was 
cut over a week ago by A. J. Mullarky, 
one of the new company’s executives, 
under the direction of E. R. Kull, 
superintendent. Mrs, Alf. C. Larson 
was presented with the initial pair; 
the second pair was sent to Mrs. E. C. 
Peterson of Atascadero, Cal.; the third 
pair was sent to Mrs. A. J. Mullarky, 
a Se fourth pair went to Mrs. E. R. 

ull. 


Sees Continued Vogue 
for Genuine Reptiles 


New York—S. Buchner, president 
of the Leather de Luxe Co., has re- 
turned following an extended trip 
abroad. He visited practically every 
important center of fashion, including 
the Riviera, Paris, Germany, etc. The 
reports that the vogue for genuine 
reptile skins is still strong, and feels 
they will be worn to even a greater 
extent than heretofore. One species 
of reptile now being shown is known 
as Brazilian Snake. Mr. Buchner, 
while abroad, worked out many new 
and attractive designs in novelty 
leathers, which will be shown for the 
coming fall season. 

Due to a rapidly increasing business, 
which this organization has enjoyed it 
has been necessary to take new and 
larger quarters at 1 Park Avenue, 
which will be occupied within the next 
few weeks. 


**Ask Me Another” 


St. Lovis—Fitting in with the fad of | 


“Ask Me Another” that is sweeping the 


country the Brown Shoe Company has | 


just issued a style booklet with the 


caption on the outside and the answer | 


on the inside in the way of several new 
styles of women’s shoes. The shoes are 
attractively illustrated in colors. 





When you change your hat, 
May 15, why not change your 
shoes? 














| A. C. Lawrence Leather Co. 


in New Park Ave. Bldg. 


New YorK—The New York office 
and salesrooms of the A. C. Lawrence 


moved into the new One Park Avcnue 
Building. Covering an entire block on 
the east side of Park Avenue from 
Thirty-second Street to Thirty-third 
Street, this magnificent new temple of 
commerce is within easy walking dis- 
tance of the Grand Central Terminal 
and the Pennsylvania Station and 
Hudson Tubes. The Interborough Sub- 
way Station at Thirty-third Street, 
which is to be made an express stop, 
has a direct entrance to the building. 

For many years the infiuence of 
Fifth Avenue on styles has been grow- 
ing, until today it is the greatest factor 
in the field. To keep in close contact 
with the newest developments in 
matters of fashion and style, the A. C. 
Lawrence Leather Company has moved 
its offices and salesrooms to the heart 
of the style center of New York. 

F, E. Jarbeau, for many years man- 
ager of the New York department, will 
be pleased to welcome customers and 
visitors to make use of the many and 
varied facilities which are maintained 
for the convenience and service of the 
friends of the A. C. Lawrence Leather 
Company. 


James Brophy Is Dead 


BostoN—James Brophy, president 
and treasurer of Brophy Bros. Shoe 
Co. of this city, with factory at South 
Boston, and sales office at 89 Bedford 
Street, died on March 27, at his home, 
298 Ashmont Street, Dorchester, where 
he had lived most of his life. He was 
born in Milton, Mass., and had he lived 
until this month, he would have been 
68 years old. Mr. Brophy started the 
manufacture of women’s McKay shoes 
in Lynn with his brother William, in 
1891, under the firm name of Brophy 
Bros. Shoe Co., which concern later de- 
veloped into one of Lynn’s largest and 
most successful houses. About four 
years ago, owing to changes in the in- 
dustry, the business was moved to South 
Boston, where it is now being con- 
ducted. Mr. Brophy was president of 
the Central National Bank of Lynn, 
and at the time of his death was one 
of its directors. He was a former 
director of the New England Shoe and 
Leather Association, and a member of 
the Boston Shoe Associates. He was 
a member of the Boston Athletic As- 
sociation of Boston; of the Wollaston 
Golf Club, and a former member of the 
Corinthian Yacht Club. 

His wife died about 17 years ago, 
and he is survived by his son W. S. 
Brophy, a member of the firm, and 
actively connected with the business in 
an executive capacity. Mr. Brophy is 
also survived by four sisters. 
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THE SEAT OF MOST 


FOOT TROUBLES 
The Longitudinal and 
Metatarsal arches with- 
stand the strain of the 
body weight. When the 
muscles give way the 
bones sag and oause 
troublesome pains and 
aches. 





The Sect of Proven 

Arch Comfort 
This arch of tempered 
spring steel holds both 
the Longitudinal and 
Metatarsal arches in their 
proper position at all 
tlines. 





Proven Arch is Concealed 
Betwern the S>les 
The Proven Arch is 
securely fastened between 
the soles and is padded 
with piano felt that will 

never lump or loosen. 







The 
Man-About-Town 


Makes Standing a Pleasure— 
Gives Proper Carriage and Poise 


[Eel ste the co customers appre- 

ciate the constant support af- 
NW) forded by this Proven Arch 
Shoe. It makes a stroll down the 
avenue or standing at a reception or 
tea a pleasure because it keeps the 
bones and muscles of the feet in 
proper place, assists natural circula- 
tion and keeps the feet from tiring. 
Customers who have been troubled 
with their feet are made your friends 
for life once you have made it pos- 
sible jor them to swing along hour 
after hour with quick and easy step 
by inducing them to wear Proven 
Arch Shoes. 








— 
Chiropodists and Foot Specialists all 
over the country recommend and pre- 
scribe Proven Arch Shoes. They will 
send many sufferers to you. Be pre- 
pared to take advantage of this added 
source of profit. 


Do your customers and yourself a favor 
by selling them the first pair of Proven 
Arch Shoes. After the shoes have relieved 
the aches and pains in your customers’ 
feet, legs and back they will never be 
satisfied with any other kind. 


A Complete Line Is Carried Ready to Ship 
At All Seasons 

Magazine and Newspaper advertising, combined 

with consumer literature, have created a universal 

demand for Proven Arch Shoes. Profit from this 

demand in your territory by featuring a complete 

line in your store, 


Write for a Proven Arch Catalog. 


Certified Shoe Corporation 


Dept. 4, 1115 6th St. 


Rockford, Illinois 








GET 
READY 
for the 


SUMMER 


TT 


BLANCO 


the Pioneer 
AND THE LEADER 
of the CAKE DRESSINGS 
No. 99—WHITE 


No. 95—-WEB (SAGE-GREEN) 
No. 96—KHAKI 


IN STOCK—ALUMINUM BOXED 
AND REFILLS 
Laing, Harrar & Chamberlin 


43 N. 3rd St., Philadelphia 
SOLE DISTRIBUTORS FOR U. S. A. 

















THE JODHPUR 


A RIDING BOOT AS 
ORIGINATED IN INDIA 


It has developed 
a great vogue 
with really 
smart people. 
Ours are En- 
glish made—di- 
rectly imported 
and made of the 
highest grade 
English leather 
—by crafts- 
. men schooled in 
the art of shoemaking. The Jodhpur represents 
the perfection of fit, style and quality. 


Prices | MEN’S, $7.50 to $10.00 
rices | WOMEN’S, $7.00 to $9.00 


IN STOCK 
Tan Willow—Black Calf 
and Patent Colt 
For Men and Women 


COLT CROMWELL CO., Inc. 


594 Broadway New York City 


Catalog of imported riding, field and hunting boots, riding 
accessories and puttees upon request. 
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New Shoe and Leather 


School Has Graduation 


MANCHESTER, N. H. — One of the 
most interesting and __ significant 
episodes in the history of the New En- 
gland shoe industry was the class day 
exercises and banquet of the recently- 
formed Shoe and Leather Continuation 
School, which took place at Hotel Car- 
penter, on the evening of March 31. 

This school, which is patterned on 
that which the New England Shoe and 
Leather Association has maintained in 
Boston for many years, is under the 
auspices of the Manchester Institute 
of Arts and Sciences, and has had for 
its first course a notable series of lec- 
tures by experts in the shoe, tanning 
and allied trades, interspersed with 
visits to local shoe factories and leather 
plants. Some of the lecturers have 
been the same that have for several 
years past addressed the Boston school, 
including Secretary Thomas F, An- 
derson of the New England Shoe and 
Leather Association, Major Charles T. 
Cahill of the United Shoe Machinery 
Corporation, L. Caywood Clem of the 
Dunbar Pattern Co., Secretary Thomas 
A. Delany of the National Shoe 
Travelers’ Association, and George B. 
Hendrick of the Lewis A. Crossett Co. 

The school has been under the effi- 
cient direction of Col. Harold S. Won- 
son of the local W. H. McElwain Com- 
pany’s plant, and who served as toast- 
master at the graduation banquet, The 
students expressed their appreciation 
of the splendid leadership of Col. 
Wonson by presenting him a handsome 
leather golf bag just before the exer- 
cises closed. 

The special guests and speakers at 
the banquet were Albert Clough, 
president of the Manchester Institute 
of Arts and Sciences; William F. 
Howes, publicity agent of the City of 
Manchester and active in the formation 
of the school; Thomas F. Anderson, 
secretary of the New England Shoe 
and Leather Association, who brought 
the official greetings of his organiza- 
tion; Max P. Gaddis, of Hutchinson- 
Winch Co., Boston, president of the 
New England Shoe Wholesalers’ Ass’n; 
S. Emmett Willis, who cleverly filled 
the réle of class prophet; and Hon. 
Arthur E. Moreau, Mayor of Man- 
chester, who presented the diplomas 
to the graduates. 

The entire class was invited by Sec- 
retary Anderson to visit the 1927 
Boston Shoe and Leather Exposition at 
Hotel Statler next July as guests of 
the organization. 

All but one or two of the 42 en- 
rolled students were present. 


Schoenecker Re-Elected 


MILWAUKEE, Wis.—V. J. Schoenecker, 
Jr., president of the V. Schoenecker 
Boot and Shoe Co., Milwaukee, has 
been re-elected president of the Mil- 
waukee post of the Travelers Protective 
Association. Over 800 members at- 
tended the annual meeting and banquet 
which was held at the Milwaukee Elks’ 
Club, and at which George W. Huntley, 
Waterloo, Iowa, national president, was 
the principal speaker. 





F. S. Todd Dead 


RocuesterR, N. Y.—Frederick S. 
Todd, one time a leading figure in the 
Rochester shoe market, died after a 
short illness at Camden South Carolina 
on March 29. At the time of his death 
he was business manager of the Demo- 
crat and Chronicle of this city. Mr. 
Todd was born at Williamson, N. Y. 
in 1865 and about 35 years ago came 
to Rochester and engaged in the shoe 
manufacturing business as a partner 
in the manufacturing firm of Harding 
& Todd. In time the firm was dis- 
solved and Mr. Todd formed the firm 
of F. S. Todd Company, which he 
headed until his retirement from the 
shoe business in 1912. Subsequently he 
engaged in fruit farming and later 
entered the newspaper business. 


Bender Now Making 
Lane Bryant Shoes 


LyNN—The Bender Shoe Co., long 
and favorably known manufacturers 
of Goodyear welt shoes for women, is 
now making specialized shoes for the 
Stout Apparel House of Lane Bryant, 
Inc., of New York and several other 
cities. Lane Bryant has specialized 
in the field of fashionable apparel for 
stout women and misses, and has built 
up a business that is said to exceed 
$15,000,000 annually. 

This business was founded by a wo- 
man, who is still active in its affairs, 
and who is now known everywhere as 
the originator and premier exponent 
of slenderizing fashions for stout’ wo- 
men. The Lane Bryant service has 
developed rapidly, until now its various 
departments furnish apparel of every 
type from hats to shoes. 

The “Adapto” and “Stout Arch” 
shoes for the stout lady’s foot are of 
more recent installation than that of 
her gown, but with the strides which 
shoes have made in the past few years 
to a definite place in the “ensemble” 
of the feminine mode, it is easy to un- 
derstand why Lane Bryant made a 
scientific study and has arrived at a 
thorough understanding of a correct 
fitting and stylish shoe for the fleshy 
woman’s foot. Lane Bryant, has, 
therefore, brought to the Bender Shoe 
Co. a technical and practical knowledge 
of measurements, lasts, and patterns, 
with which they have long experi- 
mented. 

In addition to these special lines, the 
Bender Shoe Co. is developing a line 
of Fashion Welts which will be offered 
to the trade. 


Banister Office Moved 


New York—The New York sales of- 
fice of James A. Banister Co., Newark, 
N. J., has been moved from the Bush 
Terminal Sales Building, 130 West 
Forty-second Street, to Room 944 Mar- 
bridge Building, 1328 Broadway. 
Robert B. Smith is manager of the 
New York office. 
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When you change your hat, 
May 15, why not change your 
shoes? 
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Lynn Factories Busy; 
High Colors Persisting 


LyNN—Volume of business is con- 
sidered good as Lynn turns from East- 
er to Summer styles. Orders come in 
readily when styles and prices are 
right. Some instances of rush orders 
are reported, as well as a few requests 
to ship shoes ahead of the date of de- 
livery as specified in orders. Mer- 
chants are evidently keeping very 
close to requirements. 

Style is based on shape, line, color 
and trim, and the combination or 
“compose” of the four. Lasts continue 
to show short foreparts and high heels. 
Some measure as much as 2% sizes 
short in the stick. Heels of the 20/8 
to 24/8 class are more common than 
might be expected. Sport and street 
models reveal lower heels, and a new 
low may be recorded for the growing 
girls lines (made in sizes up to No. 7) 
which show the spring wood heel 6/8 
high. An effort has been made to in- 
troduce this extremely low heel into 
women’s styles. 

In colors, blacks are as strong as 
ever, with 75 per cent patents, and the 
remainder satins and dull calf and 
kid, according to one manufacturer. 
Whites and the high colors, the reds, 
blues and greens, are struggling 
against each other for favor in Sum- 
mer footwear. Lynn has made six or 
seven times as many shoes of the high 
colors as ever before, and is keeping 
on making them. Leading designers 
aim at spectacular color effects, and 
do not hesitate to introduce the most 
vivid hues, nor the most startling color 
effects. A hundred fancy leathers for 
trimmings might be named, and then 
the list would not be complete. Polka 
dots and diced effects now rival the 
indefinite checks and the rectilinear 
designs. Reptile grains should not be 
forgotten. 

Detachable collars are among the 
new effects. They button on, or fasten 
with a tie. Detachable chains, on 
straps, both instep and front are also 
among the new conceits. Throat or- 
naments of new design are as pic- 
turesque as a stained glass window. 
Links, loops and buckles, of novel de- 
sign, are used to get smart effects. 
But some makers, of conservative 
views, keep away from fine trims, and 
rely upon fine leathers, plus fine work- 
manship, for their styles. 

More of the sandals that are but 
skeletons of shoes are in the sample 
lines; but some makers are providing 
in their sandals a low line of leather 
that will keep out the dust and dirt. 


A Run on Colors 


LyNN—The Washington Shoe Co. 
has an extraordinary run on colors, 
reds, blues, greens and like high hues. 
It started on them in early January, 
first distributing them in the South, 
and then following them up North with 
the sun. It is making them up in uni- 
tones, such as scandal sandals of one 
bright color; or duo-tones, such as Joy 
pumps of lip stick red on a morocco 
grain trimmed with silk finish red; or 
in multi-colors, rich with trimmings of 
fancy leathers. 
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Patent Leather Renewer 








PATENT 
LEATHER 
RENEWER 



































In response to an ever increasing demand we are now offering a con- 
venient two ounce bottle of Repco Patent Leather Renewer for home use. 


Repco Patent Leather Renewer is used for repairing, refreshing and 
refinishing patent and enamel leathers, . black celluloid covered wood 
heels, rubbers, etc. It is easy to apply and gives a bright, jet black finish. 


Packed with a brush in individual cartons, one dozen to a container. 


Recommend this renewer to your customers. 


For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston, Mass. 


San Francisco Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
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ARCH RELIEF SHOES 


“Comfort in Beautiful Footwear” 


AHANTHANLIINRNGATAN 
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“THE MARVIS” 


Stock No. 8621—Black Patent Leather........ $4.75 
Stock No. 8622—Black Kidskin.............. 5.00 
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The merchant who = 


acquires the local = 


rights to ARCH 
RELIEF SHOES has 
at his command some 
forceful advertising 


and publicity aids. 


A 


Copy and illustrations = 


for newspapers, let- 
ters, direct by mail 
folders and movie 
slides are his on re- 
quest at no charge. 


This sales-prompting 
ammunition has been 


TINULINULOANNUAGULEUN 


tried and tested by = 


many retailers who 
consider it an invalu- 
able asset to their 
business. If you have 


the ARCH RELIEF : 


proposition, make use 
of this free service. 
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Sounds the Spring Motif 


Around the bridge table or on the avenue, this new 
model is in tune with its surroundings. Graceful on 
the foot, it gives ease and protection to the woman 


whose feet must serve her constantly. 


You can buy this one as well as other popular and 
proven numbers from an In-Stock Department whose 


one aim is to satisfy you with prompt action. 


Investigate ARCH REI.IEF SHOES if you are not 


now familiar with their attractive salability. 


THE RILEY SHOE MEG. CO. 


COLUMBUS, OHIO 
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WHERE TO BUY 
Men’s Shoes 


6 8 8 8 8 








HENRY LILLY CO. 


110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 











Tue 


Siro: 


(P).. A. PACKARD CO., Makers (P) 
BROCKTON 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
@. W. COOK, President 
Syracuse, N. Y., U. 8. A. 

MERN’S FINE SHOES EXCLUSIVELY 




















Stacy Adams Co. 
Manufacturers ef 
MEN’S FINB 
SHOES 
Breckten, Mass. 















































Ask Us 
Another 


By Wm. Goldstein, 


Wm. Goldstein, Shoes, Inc., 
New York City 


. How can you recognize turn shoes? 


pO 


by lifting the sock linings. 
hold the heel on. 


. How is a turn shoe made? 


mo 


turned over right side out. 


then dried out, 


edge. 


It is fashion’s favorite. 





In that year a mechanic named Destouey of 


makes it extremely flexible, although it is limited to a very narrow, close 
It is quite surprising to note the thickness of leather which can 
be successfully turned by skillful workmen when it is tempered properly. 





. The chief characteristic of a turn shoe is its single sole, visible on the inside 
It has no tacks and nails, except a few which 


. The right upper is lasted on the left last, counters and box toes adjusted, 

then stitched with the shoe upper sewed directly to the sole. 
The quarter lining is adjusted, shank put in 
and relasted on the right last, bringing the shoe to the shape of the last, 
the heel put on, 
through the regular process of finishing. ‘ 


It is then 


the breasting laid, and then it goes 


Its one sole 


Q. Where did the turn shoe originate? 

A. On the present type of hand turned shoes, as far as is known, it originated 
as a regular process of shoe making in Vienna. 

Q. When was it first mechanically made? 

A. It was not until 1861 that any successful attempt was made to produce this 
shoe by mechanical means. J 
New York, produced a machine which successfully sewed the shoe upper 
to the sole 

Q. What is the turn shoe’s principal function? 

A.-It admirably serves the requirements for dainty footwear. 





Goodman of Baltimore 
Incorporates Business 


BALTIMORE (UTPS) — Goodman’s 
Inc., has been incorporated under the 
laws of the State of Maryland, for the 
purpose of conducting exclusive shoe 
stores. The incorporators are Harry 
A. Goodman and Anna D. Goodman. 

The home or headquarters of this 
new corporation is 22 West Baltimore 
Street, which is the address of the 
Goodman’s Good Shoes store, operated 
by Harry A. Goodman. Mr. Goodman is 
one of the few shoe merchants in this 
city who conducts an exclusive men’s 
shoe store. Mr. Goodman has been 
identified with the shoe business of 
Baltimore for a number of years. Prior 
to entering the shoe business for him- 
self several years ago he had been 
buyer for the shoe department of the 
old Bernheimer Brothers store. For a 
time Mr. Goodman conducted two shoe 
stores, one at the present address and 
another at 208 East Baltimore Street. 
The latter was discontinued while the 
former was enlarged, and since that 
time Mr. Goodman has been centering 
his efforts at the one store, with un- 
usual success. 





When you change your hat, 
May 15, why not change your 
shoes? 
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Error Made in Address of 
Wise & Cooper Shoe Co. 


In the April 2 issue of the BooT AND 
SHOE RECORDER it was announced that 
the Boston office of the Wise & Cooper 
Shoe Co. had been moved from 166 
Essex Street to Room 1415, Metropol- 
itan Building, at 260 Tremont Street. 
The room number was an error. The 
correct room number is 1410. 


Sells More Men’s Shoes 


Boston — Marcus McWeeny, shoe 
buyer, and manager of the men’s shoe 
department at Kennedy’s, has_ been 
“checked up” of late by J. Harry Selz, 
of Selz, Schwab & Co., of Chicago, who 
says in a recent issue of the house 
organ of this house—‘Mr. McWeeny is 
a shoe man, from top to bottom. I 
have never met a man who understands 
the fitting and selling of shoe at retail 
any better than he does.” The weekly 
increases which Mr. McWeeny has 
made at Kennedy’s men’s shoe depart- 
ment—amount to a total gain of almost 
$5,000, or an average gain of $700 a 
week for the past seven weeks. This 
gain is over the previous gain of a year 
ago. 


Chas. Stern Co.- Moving 


ATHENS, GA.—The Charles Stern 
Co. expect to get in their new store by 
May 1. An enlarged shoe department 
on the street floor will be one of the 
many new features. < 
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Something New in Forms 


The Fairy Shoe Form 


AuBuRN, N. Y.—The Shoe Form Co., 
creators of “Fairy Forms,” has recent- 
ly put on the market a new article, 
which the company claims has many 
novel and interesting features. It is 
called the Fairy Last Pull Over. The 
Shoe Form Co. also claims that the 
advantages of this device are its low 
cost, and the lightness and airiness of 
its appearance, and which it gives to 
the partially completed sample, in 
keeping with the light and airy style 
trend of today; that its light weight 
results in an extra saving in the elimi- 
nation of delivery charges; and in the 
speed of air mail delivery, to which 
it is particularly adapted. 

The Shoe Form Co. also claim that 
these “Fairy” lasts give to the pull 


Fair Sex is Newest 
Kansas City Store 


Kansas City, Mo.—M. H. Murray, 
president of the Central Association of 
Traveling Shoe Salesmen, shoe travel- 


er, and formerly shoe buyer, and re- 


tail shoe salesman, recently opened his 
own retail shoe store here at 1212 
Grand Avenue—-on “The Main Street,” 
of this, his native city. The name of 
the newest of this city’s footwear 
shops is The Fair Sex Bootery, Inc., 


and, as its name indicates, will feature | 


women’s shoes exclusively. Mr. Murray 
has also installed a women’s hosiery 
department, and pocket books. He has 
two retail shoe salesmen, and a young 
lady cashier, who will also take charge 
of the hosiery feature of the business. 

Mr. Murray will continue to repre- 
sent the Duane Shoe Co. of Haverhill, 
but will devote the major part of his 
attention to his new store. He has 
covered every State in the South and 
West, and has been observing every- 
where “How They Sell More Pairs of 
Women’s Shoes.” His recent visit to 
Boston, on which occasion he called at 
the RECORDER office, was his first trip 
to New England. Mr. Murray for- 


merly carried the line of the Samuels | 
Shoe Co.; for five years he bought | 


shoes for the Philadelphia Shoe Co. of 


San Francisco, and for about fifteen | 
years while on the Pacific Coast, sold | 
shoes over the fitting stool here and | 


at Rosenthal’s, Inc. He has splendid 
letters of recommendation from his 
former employers as to his honesty 


and ability as a shoe buyer and mer- | 


chandiser, and has already established 
a good credit rating. 


His shoe store is about 80 ft. deep | zmmmmnunm 
It has two big win- 


by 25 ft. wide. 
dows, with outside show case between 
the windows, arranged in the new “zig- 
zag” fashion, so as to give a greater 


and more attractive display. Mr. Mur- | 


ray has expended ‘about $2,500 in 








The Shoe With the Fairy Form Inside 


overs a leather “feel;” that they are 
made in various colors, also in nude 
silk shades. 

The two illustrations presented show 
that after the upper is attached to the 
flange bottom of the Fairy last by 
stapling, tacking, or adhesive methods, 
that part of the last which projects 
above the upper is usually trimmed off, 
so that the buyer sees only the style 
lines of the sample. The company also 
claims that it has worked out a novel 
method in connection with this last 
whereby the heel can be easily and 
quickly removed, and another style of 
heel easily and rapidly attached, shoyld 
the buyer desire to see another type 
of heel. . 


| fitting up the two windows, and about 
| $700 on his 


background, which is 
painted in a warm shade of ivory, thus 
bringing the shoes into artistic promi- 
nence. The interior of his store is 
finished in mahogany with cartons on 
the low shelving in “sky-blue’’; Oriental 
rugs adorn the floor; the furniture is 
of mahogany, with leather seats. 


Hutzler Shoe Club 


Holds Annual Election 


BALTIMORE (UTPS)—The election 
of officers featured the semi-annual 
meeting of the Shoe Club, of Hutzler 
Brothers, Howard and Saratoga Streets, 
one of Baltimore’s largest department 
stores. Miss Ida Levy was elected 
president; Miss Elizabeth Wiskeman, 
treasurer, and I. Harry Lessner, secre- 
tary. A new entertainment committee 
and other committees were also chosen. 
Preceding the election of officers and 
committees, members of the club par- 
took of a dinner served in the dining 
room of the store. An _ interesting 
musical program was rendered during 
the course of the repast. 


The Shoe Club of Hutzler Brothers, 
is one of the largest shoe clubs in the 
city, due to the fact that the shoe de- 
partment of this store is one of the 
largest in the city, upward of forty 
salespersons being employed. All of 
the salespersons as well as those at the 
head of the department, including buyer 
and assistant buyers, are enrolled as 
members of the club. 





When you change your hat, 
May 15, why not change your 
i shoes? 





WHERE TO BUY 
Men’s Shoes 


0 ee ee 





yonf oe 
50 STYLES IN STOCK 
Ready for Delivery on the Dot 


EMERSON SHOE MFG. CO. 
Rockland, Mass. 














HAND TAILORED 
HAND LASTED 


BIon F-REYNOLDS Cou, 
BROCKTON MASS. 


STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 


“They've Cot te Be Stetson 
te Be Snappy” 


THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 

















WHERE TO BUY 
Standard Shoe Materials 


a a el he i i i i i 





The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


& COOK Co. 
Tanneries at Denvarsport, 95 South St., Boston. Maes. 








Colored 
Chrome 


Beggs & Cebb, tne., 
Boston, Mass. 














est Virginia 


Fibre Board 
Counters of this board help 
the shoe to hold its shape. 
Pulp Product Department 
WestVirginia Pulp & Paper Company 
Detroit New York Chicago 





= 





Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


Grade 
or fine Better Trade 


uo ww 


Best ~Ever 
Slipper Com 


Bee * the Berter 


| ~ in 








Novelty Slipper Co. 
Makers of . 
Beudeoir Slippers of the 
Better Kind 
121-181 West 19th Street 
New York City 








fe otek “ia, 


The hay 
wan Shoe Co., Baltimore, Md. 








Brass Bros. & Feinroth, Inc. 
62-56 Garden St., Brooklyn, N. Y. 
Nevelty Mules—D aera eeaye for the 














PARISTYLE ey egy MFG. CO. ~~ 
Yok Omen arya ow pway 


New York “Omen R = 


HIGH GRADE TURN MULES and D’ORSAYS 
Gatins, Kids, Brocades and Fancy Patterns. 








: 
i 


f 


i 
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ENBERG SHOE CO. 
a ot. Philadelphia 


ry] 
> 








2e 
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WHERE TO BUY 


Shoe Ornaments 











ZER BROT. 


ORN. 
Studded Heels 
6°38W32ndSt.New 


» 








| Ask us another / 


Everybody knows the 


answers to 


eee 





1. Where te the barges: single shee store tn the world! 





2. Which t the second langet chee sere in New 
York? 





3. What shea, a2 se other, hes been famous for ite 
foot countert the last sixty years’ 








4. Whe originated the arch support sho.” 





5. What arch support shee ie thé only ome built in 
three dusonct elevations! 








© Cin he ae te ew Wek cy Gn Geen 
vartery of erylen, widdhe end sues 


























How did you ever guess / 


‘ tive ep econ © Too! 
bs ee Cae, ? Barwon tll vee, woe 


mse 

hear ras 

3 The Cownnd Ghee, of couse. ) Greserwtch Se. amd 37 
owerd 


4 Jame SC 
3 The Coward Shon A Graben 


Coward 
Shoe 


270 Greenwich Street, near Warren S., 
Brench—37 West 47th Street 
h . 
|| @ cowann compony moun svant rauReDAT 6 we. we ae 


ete 




















Capitalizing a current fad, the Coward 

shoe organization published this inter- 

esting advertisement, three columns 

wide, in several New York papers 
last week 


New Shoe Stores 


Harry Berken, 145 Essex Street, 
Salem, shoe department. 

Harry Ziff, 451 Front Street, Hart- 
ford, Conn. 

A. Spargo, 425 Congress Avenue, 
New Haven, Conn., shoe department. 

Vanity Boot Shop, Jacksonville, Fla. 

J. W. Wasserman, 371 Broadway, 
Chelsea, Mass. 

New York Shoe _ Store, 
Broadway, Chelsea, Mass. 

C. Johnson Cash Store, Dewey, Okla., 
shoe department. 
Fair Sex Bootery, Inc., 1212 Grand 


408-410 


Avenue, Kansas City, Mo. (M. H. 
Murray, Prop.) 
Lloyd’s, East St. Louis, Ill., shoe de- 


partment. 

Jerry Shoe Store, 

Street, Hoboken, N. J. 
J. W. Hutto, Mildred Street, Brew- 
ton, Ala. 

Red Cross Shoe Department, (AI- 
phonse Rodier in charge) at Stayman’s 
Ready-to-Wear Store, 30 Franklin 
Street, Worcester, Mass. 

I. Miller & Sons, Inc., shoe depart- 
ment, at the Gross & Strauss Co., Main 
Street, Worcester, Mass. 
Lavine’s, Alma, Ga., 


128 Washington 


shoe depart- 








ment. 





Sharaf & Gilman (Model Shoe 
Store), 566 Washington Street, Boston. 

Central Shoe Store (Helfanbein & 
Beane), 61 Pleasant Street, Fall 
River, Mass. _ 

R. R. Moreau, 1325 Pleasant Street, 
Fall River, Mass. 
Engel’s Shoe 

Okla. 


Store, Bartlesville, 





Wilbar Associates 
Hold Minstrel Show 


Boston — The Wilbar Shoe Assv- 
ciates, composed of the retail shoe 
salesmen of the Wilbar Shoe Store, re- 
cently held their annual “minstrel 
show” at Whiting Hall, Cambridge, 
which played to a packed house, and 
an overflow; it is estimated that about 
1400 were present. Hy Bluestein, of 
the firm, as on past occasions, made an 
excellent interlocutor, and there were 
many jokes on the shoe manufacturers, 
and traveling salesmen who attended, 
one of them being on “Late Deliveries.” 
The entertainment was divided into 
three parts: First, a style show fea- 
turing shoes and hosiery that Wilbar’s 
is selling for spring and summer, with 
a special setting, arranged by Hy Blue- 
stein; a shoe store scene depicting the 
trials and tribulations of the retail 
shoe salesman, and then the minstrel 
show. One of the big features was the 
advertising program on which an extra 
effort was put forth, as the objective 
of the event was to establish a summer 
camp of ten to twelve rooms at one 
of the nearby beaches, with a house 
committee in charge, where the boys 
can spend week-ends and their vaca- 
tions, free of charge, except for the 
food, to be known as the Wilbar Asso- 
ciates Summer Home. So great was 
the financial success of the affair that 
the camp is now an assured fact. 








FILENE’'S 
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At last the shoe trade has begu 
to feature shoes in “wardrobe” styl: 
Shoes for every occasion, from sun 
rise to sunset, are shown in this ad 
of Wm. Filene’s Sons Co. of Bosto 
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Milwaukee Factories See 
Trend Toward Blacks 


MILWAUKEE, Wis.—The trend in the 
women’s shoe trade is definitely toward 
black, in the belief of Fred A. Mayer, 
sales manager for the F. Mayer Shoe 
Co., and the production at the Mayer 
factory is in accordance with this color 
trend. Mr. Mayer’s opinion is upheld 
by other Milwaukee manufacturers who 
also report that the black shoes con- 
tinue to be in greater demand than 
colors. The Mayer company is op- 
erating at a larger production than last 
year at this period, and in the staple 
women’s lines, it has turned out a large 
stock for May and June business. The 
mail order business on the entire line 
is good, but the orders from representa- 
tives on the territories have not shown 
an increase. 

At the Harsh and Chapline Co., it is 
belived that for men, blacks will con- 
tinue to maintain the leading position 
and that there will be little business on 
the light shades of tan, the trend in 
tans being toward the medium shades. 
The company is operating at a greater 

roduction schedule than ever before in 
ts history. 

Business at the Noll Shoe Manufac- 
turing Co. is very good, better than 
a year ago. This company is producing 
light shades exclusively for its line of 
women’s footwear. 





On the Job 43 Years 


BrockToN—John S. Kent, president 
of the M. A. Packard Shoe Co., is ob- 
serving the 43rd anniversary of his 
connection with the company. Mr. Kent 
entered the employ of the concern as a 
bookkeeper, and has gradually ad- 
vanced until he holds the presidency of 
the company. He also is president of 
the Brockton Shoe Manufacturers’ As- 
sociation. 


Spring Rush is Still On 


In Boston Factories 


Boston—Local shoe factories con- 
tinue their activity, with executives 
keeping in touch with all of the new 
style trends in garments, as to colors, 
and patterns, and translating these 
into footwear for the man, the woman, 
or the child. 

Black continues the popular seller 
in men’s shoes. In women’s lines, 
many light grays, and the whole beige 
family, mostly in the composé effect, 
show up largely in the new spring of- 
ferings. Black patent shoes, plain, 
and in many new trims, are selling 
freely. High tongues, and tie bows, 
are also reported as good sellers. 

_ In the leather market, patent leather 
in all des is seasonably active. 
Patent kid and colt show a decided im- 
provement and are selling in good vol- 
ume. White kid is selling in larger 
volume, and embossed specialties in 
kid are having an excellent call, both 
for home and export trade. Suede 


leather in black, is increasing in de- 
mand, and already many fancy sport 
tannages in calf are being sampled. 
effective are the leather colors 
bright reds, greens, and orchids, 


V 
in the 











for sport wear; and these colors, in- 
cluding silver and gold kid, are being 
extensively sold for hat trims. 





Fred A. Miller Heads 


Community Fund 


CoLuMBUS, OHIO (UTPS)—As a fit- 
ting tribute to his good work in the 
past, Fred A. Miller, president of the 
H. C. Godman Co., of Columbus, op- 
erating eight shoe factories in this city 
and Lancaster, Ohio, was_ re-elected 
chairman of the Community Fund 
campaign which will be held in Octo- 
ber. Mr. Miller has always been prom- 
inent in civic affairs and has headed 
the community drive for the past two 
years, both of which have been emi- 
nently successful. His re-election was 
brought about in a joint meeting of the 
directors of the Community: Fund and 
the division chairmen. 





Higher Grade Factories 
Show Most Improvement 


BrocKkTon — Production has made 
only slight gains during the past week, 
with the improvement noted in the fac- 
tories turning out the better grades of 
shoes, orders for which were somewhat 
stimulated by the arrival of somewhat 


more favorable weather. Women’s 
business was good, with men’s orders 
only fair. 


Some whites made their appearance 
in orders received during the week, but 
there was a strong call for the parch- 
ment shades. Tan pumps and straps 
and black ties also sold well. Men’s 
blacks continue to be the surprise of 
men’s orders, but they are running con- 
siderably behind tans, which continue 
to run to darker shades in greatest 
numbers. The trim of fancy leathers 
has not taken as strong a hold as was 
expected. 


Improvement in Turns 


LYyNN—The Burdett Shoe Co. has 
developed a new method of making turn 
shoes for growing girls, and the new 
method yields a tread that is as smooth 
to the foot as is a silk stocking. A shoe 
buyer may thrust his fingers into the 
forepart of the shoe and search in vain 
for a wrinkle in the lining, a thread 
seam, or a rough spot of any sort. 

This improvement is had by temper- 
ing the shoes in a conditioning cabinet, 
and leveling, or shaping the soles, with 
a new leveling machine that presses the 
soles, inside and out, as smoothly as a 
laundress irons a piece of fine linen 
with an electric iron. 

The improvement shows up in a par- 
ticularly advantageous manner in the 
new sandals which the firm is making, 
for the sandals expose to view more 
than an ordinary amount of the sock 
lining of the shoe. 





When you change your hat, 
May 15, why not change your 
shoes? 














WHERE TO BUY 
Ballet Slippers 








TURNED, BLACK KID 
BALLET SLIPPERS 


IN STOCK 
Wemes’ 1.363 











. $1.30 
— Children’s, $1.38 
"Sori ‘i 6. 
i & ROSENBERG SHOE Co. 

124 N. Srd St., Philadelphia 








Im Stock Black Bal- 
let Slippers 
Ladies’ {ize we 
Misses’ $1.20 pr. 
Childs’ $1.15 pe. 
SLOG SHOE CO., ING. 
147 Duane &t., 





New Yerk, N. Y¥. 




















LYONS AND COMPANY 
Heed Tere BALLETS 


Wo's. Mise’. 
$1.46 $1.40 






Cna"e 
$1.85 

















BALLET 







SLIPPERS—IN STOCK 
ef the unusual kind 


Sie? Si. Glazed Kid, Geft Tee 
ds 6 ti—¢61. 
Tl ¥ 

Biase fF es 
Alee Hard Tess 

SCH WARTS 


ite in 
241 No. 11th 














WHERE TO BUY 
Children’s Shoes 








om ELAM 99 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CoO. 


ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 


























BOOT AND SHOE RECORDER 





April 9, 1927 








FE Ae ee ee 


WHERE TO BUY 


Women’s Novelties 


ie i ei li el lined 





(oem 





Easter Styles! 


Why not compare 
prices and styles with 
others? Samples sent and 
returnable at our ex- 
pense! 

Samuel Cohen Shee Co. 

72-82 Lineoin St. 
Boston, Mass. 


“Duane_Shoe G: 
65D, WOMENS’ SPECIALTIES 
Latest Styles at 


Popular Prices 
ays in Stock. ~ 



























143 ST.-NEW YORK CITY 
WHERE TO BUY 
Miscellaneous 








STUDY CHIROPODY 


Make $5,000 to $15,000 a Yea 
Become a Doctor of Surgical Chiropody. "rhe 
enly uncrowded field. Study at largest foot —— 
in world. Faculty of physicians, surgeons, chirop- 
odists. . Finest laboratories and equipment. Four- 
teenth successful year. Entrance requirements, 4 
ears high echool or equivalent. 2 years. 
ext Tr. Opportunities to earn way 
while studying. Write for catalog. Dept. B. 
oLLines COLLEGE OF CHIROPODY 
{327 N. Clark Street, Chicago 

















ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LIBerty 8673 











Oe 


WHERE TO BUY 


Store Fixtures 


6 tT 


GOODWINDOWS 








Harding Company Expands 


HAVERHILI—The Harding Shoe Co., 
has taken over the plant of the Stock- 
bridge Shoe Co., Granite Street, and 
is operating this plant as a McKay 
department of the Harding company. 
The ay © ny will continue to feature 
women’s high grade turns, but hopes to 
secure volume business by adding the 
companion McKay line. McKay produc- 
tion was started at 20 cases a day. 








depended upon for repeat business. 
The style element was the least of 
the matter. 

This foolish merchant bought the 
line for spring and put. on a few 
little touches of trim that dolled the 
shoe up quite a bit. When the ship- 


and said to himself: “I can get fif- 
teen for that shoe just as easy as I 
can get twelve. I’ll just do it.” So 
the shoes were marked ‘fifteen and 
placed on display. 

The customers came and looked. 
They thought it over carefully. It 
was the same shoe as before. It was 
a desirable shoe, but they could not 
see how it had suddenly become a 
fifteen dollar shoe. They went away 
and shopped around. They found 
other shoes with about the same gen- 
eral lines of style, features, fitting 
qualities, etc. They found them 
priced at from eight to ten dollars. 


ment came in he looked them over. 









Nothing Takes the Place of the Oxford 


[CONTINUED FROM PAGE 28] 


They bought. 

The old story, gentlemen, of hu- 
man cupidity. Temptation to prof- 
iteer. Haking advantage of the 
style situation and the tendency 
toward high prices—as he thought, 
to stick on an extra profit of two or 
three dollars. He will have a lot of 
specialty shoes on his hands soon. 
He will send them out at much lower 
prices than he has been asking be- 
fore he is through with them. 

Get a profit on every pair By all 
means, but do not lose your head. 
Do not. think that an established 
business can continue on_ the 
strength of prestige alone. Remem- 
ber there are others. Every cham- 
pion meets his conqueror. Th 
world’s greatest fighter Was downed. 
So may the greatest line of shoes 
lose its championship if the public 
turns away from it because of too 
great a profit on standard footwear. 








McKay Production Shows 
Increase in Haverhill 


HAVERHILL — With full tranquility 
restored in the local industry following 
an illegal walkout of the niggerhead 
operators in the McKay factories, the 
manufacturing plants are now setting 
a brisk pace. Market improvement in 
business is reported from all sides. 
McKay production shows the most 
activity with turns continuing in 
limited volume. Buying conditions 
are not yet entirely satisfactory, small- 
lot buying failing to give the desired 
volume. This condition is noted espe- 
cially in the turn branch of the indus- 
try, where there is a movement to 
start companion lines of McKays to 
supply volume. 

After-Easter business is still specu- 
lative, with opinions varying widely on 
late season demands. Houses featuring 
whites are optimistic. The lighter 
shades in kid, it is said, may detract 
somewhat from whites. Black patent 
and black satin slippers are going to 
figure largely in Spring.and Summer 
trading and much late season produc- 
tion will be on these numbers. Colors 
will be popular for a long period to 
come, it is conceded, but will share 
favor with the smart blacks in fancy 
slipper effects. Inlays, appliques, and 
various vamp and quarters decoration 
in contrasting leathers are being fea- 
tured in Spring footwear. 





Takes “‘Casko”’ Line 


New YorK—The Rosemont Silk Co. 
of 79 Madison Avenue, distributors of 
satins, binding and other shoe ma- 
terials, have been appointed distribu- 
tors for the Casko Fabrics Corporation, 
and will direct the sale of this com- 








pany’s various products nationally 
Mr. Leipnicker is the head of the 
Rosemont organization, and also an- 
nounces that H. C. Korndoerfer & Co. 
of St. Louis will act as distributors for 
both the Rosemont and Casko lines in 
St. Louis and surrounding territory. 
Max Fuente acts as representative for 
the line in Haverhill and New England 
territory. 


Credit Men to Hold 
Meeting in Louisville 
A conference of the Boot and Shoe 
Trade Group, numbering about sixty 
credit department managers of boot 
and shoe manufacturers and _ whole- 
salers, will be one of thirty group 
gratherings which will feature the 32nd 
Annual Convention of the National As- 
sociation of Credit Men at Louisville, 
Ky., from June 6 to June 10, it was 
announced recently by Dr. Frank A. 
Fall, manager of the education and re- 
search department of the association. 
The Boot and Shoe Group, under 
the chairmanship of A. T. Woodward, 
of the United States Shoe Company, 
‘Cincinnati, and the other industry 
groups will meet Tuesday afternoon, 
June 7, according to Dr. Fall, who with 
E. B. Moran of Chicago, manager of 
the trade group department of the 
association, is in charge of arrange- 
ments for the sessions. 





When you change your hat, 
May 15, why not change your 
shoes? 
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Smart Styles For Easter—And After 
Wire Your Order! 


Violet 


All Patent Leather. 
Patent, Pearl Trim. 
Patent, Red Kid Trim. 
Spike and Cuban Heels. 


$4.35 


All Red Kid, Spike and Cub. 


All Blue Kid, Spike only. 
$4.60 


Marcia 
Patent Leather. 
Spike and Cuban. 
Black Satin, Spike only. 
$4.00 
Red Kid. 
Blue Kid. 
Spike only. 
$4.60 


No orders for less 
than 12 pairs. 


MERCHANTS 
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Patent, Black and White 


rim. 
Spike and Cuban. 
$4.66 
Helene 


Patent Leather. 


Some new styles have come into the pic- All White Kid. 
ture since most of your Easter Shoes — — 


were ordered. One or two of these new 
ones right now wiil pep things up, help- 
ing to make this the biggest Easter ever. 


Like all of Merchants’ Shoes, they are 
top value—style, quality and price con- 


sidered. 


Prompt orders will get prompt delivery. 


Yours, 


Geo. M. Rosen, Gen’! Mgr. 


Dorothy 
Patent Leather. 
Black Satin. 
$4.00 


Red .Kid. 
Blue Kid. 
Spike Heels. 


$4.60 


. All Shoes in 
Venita A, B, C Widths. 
Patent Leather 


Black Satin. 
Spike and Cuban. 


$4.00 


SHOE COMPANY 





57 Lincoln Street @_ BOSTON _< Boston, Mass. 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
7c per word. Minimum Charge $1.25 
Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 




















SALESMEN WANTED 




















SALESMEN WANTED 





SALESMEN WANTED 














Salesmen Wanted 


The fastest pattern line out of St. 
Louis has open some very desira- 
ble territory. Only men who have 
established trade, good will and 
patronage of well-rated merchants 
handling women’s high style shoes 
retailing from $7.50 to $10.00, need 
apply. Extensive experience in 
selling fashionable shoes made to 
order only, is necessary. All re- 
plies will be received in confidence. 


Address C-757, care Boot and Shoe 
Recorder, 1627 Locust Street, St. 
Louis, Mo. 


be ready by May Ist. 


plications with details to 


Our new Fall Line of popular priced Young Ladies’ and Misses’ 
Welts and Children’s Stitchdowns paying 7% commission will 


Territorial rearrangements are being 
made now. Experienced men, with a clean record, interested in 
becoming properly and permanently located should address ap- 


Address C 758, c/o Boot and Shoe Recorder 
189 West Madison Street, Chicago, Il. 





















WANTED 


Salesman for New England and 
New York State including New 
York City to sell Martha Wash- 
ington Style and Comfort Turns 
and Arch Support Welts. Na- 
tionally advertised, stocked in all 
widths for immediate delivery. 
Straight commission basis 7%. 


Give references in first letter. 


F. MAYER SHOE CO. 
Milwaukee 


WHOLESALE SHOE SALES- 
MEN WITH SUBSTANTIAL 
RECORDS 


Three territories available. Quality 
line of Young Men’s snappy go- 
getter shoes. Will compensate 
according to established record. 
Applications held strictly confi- 
dential. We want real shoe sales- 
men. Experienced. No others 
need apply. 

Address C-725, care Boot & Shoe 
— 207 South Street, Boston, 











Kansas, Missouri, Okla- 
homa, Minnesota, Ne- 
braska, Colorado 


Territories are open. Splendid op- 
portunity for experienced salesman 
to connect with live-wire organiza- 
tion, specializing in women’s novel- 
ty McKays—$4 to $% retailers. 
Every style carried in stock in 
large quantities and widths. Liberal 
commission arrangement. No ob- 
jection if carried with other non- 
conflicting line. 


Address C-756, care Boot and Shoe 
game 207 South Street, Boston, 
ass. 























2 Young Men Wanted 


with good retail shoe training and 
experience, adaptable for other 
chain department store lines selling 
popular priced merchandise. We 
only want to hear from men who 
rer store work and who will ap- 
preciate the opportunity to start 
with a fast growing chain of 21 
stores operating in the east. Kind- 
ly give age, education and experi- 
ence. Also all other details in first 
letter. 
Address C-753, care Boot and Shoe 
reer 207 South Street, Boston, 
ass, 











W ANTED—Salesman to carry a strong line 
of children’s stitchdown shoes for the State 
of Texas, exclusively, esta e eee. 
Must be thoroughly acquainted with the trade. 
State references in first letter. Ad- 
dress C-73 _— Boot and Shoe Recorder, 207 


South St., Boston, Mass. 





SALESMAN WANTED—To carry men’s line, 
twenty-six shoes, in stock, imported and 
domestic calf skins, calf lined, $3.40, Armour’s 
Ivory Kips, $2.85. Terms, 4% 15 days, net 
30. Straight commission 6%, advances each 
week of 75% of commission earned the week 
before on accepted orders, the other 25% on 


agreed basis. Write, giving full details in 
first letter. Two territories open: (a) Illinois, 
southern Indiana and western Kentucy; (b) 
Ohio. Address C-754, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





ANTED—Salesman with established trade 

to represent us in Alabama, Iowa, Nebraska 
and Wisconsin. Line consists of fast selling 
women’s novelty McKays, priced at $3.50 to 
$4.50. Liberal commissions and wonderful 
proposition for men of proven ability. Refer- 
ences must accompany application, otherwise 
will not be considered. SHU-STILES, INC., 
1330 Washington Ave., St. Louis, Mo. 

















SALESMAN for Northern New Jersey. Travel 
by auto. Stitchdowns, McKay’s, welts, leg 
gings. Prefer man _ residing in Newark 
Hagerstown Shoe and Legging Co., Hagers- 
town, 


SIDE LINE MEN—Salesmen with establishe: 
trade now traveling to carry on commissio: 
basis one grip of 12 men’s specialties. Carrie: 
in stock. Line has many patented and selling 
features. All territories. State territory now 
covered. NEW DAWN SHOE CO., Wausau 
Wisconsin. 


ANTED—Two “live’’ energetic salesme: 
for the States of Missouri, Kansas, Iowa 
Nebraska, and Michigan, to sell the “fastest 
gos line of Men’s Style, Official Bo) 
out and Foot Protection Shoes in America 
Substantial drawing account against commissio1 
Must come well recommended. State full qual 
ifications in first letter. Address JOSEPT! 
M. HERMAN SHOE CO., Millis, Mass. 
SALESMEN—The biggest little side line eve 
known—“Dr. Ray’s ‘PADDLERS,’ Whe: 
Baby Starts to Walk.” Smoothest, lightest 
toughest, most flexible shoe made. Not a tack 
or staple used. e small case holds them 
98% service from stock. It costs you tw 
cents for all information. Address SALES 
MANAGER, 276 Sanford St., Rochester, N. ¥ 
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SALESMEN WANTED 


a SHOE SALESMEN 
WANTED, to sell manufacturers line of 
medium priced Infants, Children’s and Misses 
Turns ye Goodyear Welts. All shoes are 
made of good materials in order to give the 
best of service, and the line is composed of 
the latest novelties in children’s shoes, both 
leathers and patterns. Can be seld with non- 
conflicting line. Commission only, and refer- 
ences — hy first letter. Any territory 
where we not represented at present. 
ROHRER a “COMPANY. Orwigsburg, Pa. 











POSITION WANTED 


SHOE Buyer with clean record seeks connec- 
tion with wholesale house anywhere. Has 
been buyer for one of | largest houses in New 
York. Eighteen years’ experience. Recently 
a women’s novelty shoes in Brook- 
lyn. Address C-735, care Boot and Shoe 


Recorder, 239 W. 39th St., New York. 
RUBBER FOOTWEAR 


Located at present, desires to connect 
with Manufacturer of Rubber Footwear, 
who wishes to increase business in East- 
ern district, preferably Greater New 
York. Address C-752, care Boot 
and Shoe Recorder, 207 South 
St., Boston, Mass. 








SALES MANAGER 








LINE WANTED 








Wanted—Line of Shoes for 
Georgia and Florida. Experi- 
enced and a following. 


Address C-750, care Boot and Shoe 
pearenn, 207 South Street, Boston, 
ass. 











ANUFACTURERS’ AGENT would like to 
hear from shoe manufacturer interested in 
drop shipments. Would consider line on com- 
mission. Address BOX 73, Charleston, W. Va. 





MANUFACTURERS DESIRING REPRESEN- 
TATIVES IN IOWA COMMUNICATE WITH 
IOWA SHOE TRAVELERS ASS’N 
HOTEL FORT DES MOINES, 

DES MOINES, IOWA 





WANTED. by man under forty, line of shoes 

for territory in New York State, including 
central part. Have had twenty-two years’ ex- 
perience, sixteen on the road. Address C-747, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








BUSINESS OPPORTUNITY 











BUYER and Manager for a department or 
stich fifteen years’ experience with medium 
and high est pede men’s and women’s shoes. 
My experience covers every phase of the shoe 

ame. At present assistant to a successful State 
Street buyer. Address C-738, care Boot and 
id Recorder, 189 W. Madison St., Chicago, 
Ill. 





SALESMANAGER 


Wants position with wholesale shoe con- 
cern, prefer women’s line. Seven years with 
one firm; ten years with present firm 
which am secretary. Sold over two hundred 
thousand myself in 1926. Would be willing 
to travel part of the time. A-1 references 
as to ability, character, etc. Address C-751, 

ear 2 and Shoe Recorder, 207 South St., 
ass. 











\W ANTED position as bayer manager in up- 
to-date shoe store. s- Al experience in 
window dressing. Have oe in retail stores 
for fifteen years and am fully competent to take 
full charge in owner’s interest. Am presently 
employed in above ony in a woman’s 
novelty shoe store. Addr all communica- 
tions to MR. FRANK KL EIN, 2020 Pacific 
St., Brooklyn, N. Y. 


SHOE BUYER, now 
company, desires to 
Thoroughly familiar with 
dising methods, knows the markets and 
have had fifteen years’ experience in buy- 
ing popular priced and high grade footwear. 
Age thirty-nine. Address C-748, care Boot 
and Shoe Recorder, 207 South St., Boston, 
Mass. 





connected 


with large 
change 


position. 
modern merchan- 








FOR SALE 





Opportunity for 
Shoe Men 


A prominent manufacturer, estab- 
lished 50 years, making one of the 
best lines of women's high grade 
style and orthopedic footwear, with 
largest stock service in United 
States, is prepared to present this 
exclusive franchise to responsible 
parties. Realizing there is an in- 
creasing demand for specialization 
and branded products, we are pre- 
pared to back energetic young men 
with some capital and the ability 
to visualize. This proposition is 
open and will bear close investiga- 
tion. Please give in your first let- 
ter details as to responsibility, 
amount of capital available, experi- 
ence, references, etc. 


Address C755 
c/o Boot and Shoe Recorder 
207 South Street, Boston, Mass. 

















FOR RENT 


T? RENT—Basement Shoe 

popular- priced Dry Goods 
Store in Connecticut town of 25,000. 
C-749, care Boot and Shoe Recorder, 
South St., Boston, Mass. 





Department in 

and Apparel 
Address 
207 








MERCHANT NEEDS 








FOR SALE 

A Modern Shoe Factory—located in the 
St. Louis District. Good building, fully 
equipped and manned for 1,4 pairs 
dai production Men's Dress Welts. 
Excellent organization, ample supply 
trained bor. rare opportunity. 
Ad C-726, 


care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 

















HELP WANTED 





SHOE SALESMAN—An experienced Al shoe 
man who can actually sell shoes and has 
ability of increasing volume business, capable 


of installi elaborate window trims and ad- 
vertising if necessary. Good opportunity for 
the right man. Replies confidential. State 
details fully in first letter. Write BOX 1126, 
Huntington, W. Va. 


CSTABLISHED 


LABE LS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


MEYER CO. 
xeky] 
263-271 LEXINGTON AVE , BRODKLYN. NY¥ 
AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 





Ownership, Management; 


required by the Act of 
Congress of August 24, 1912, of ‘‘Boot and Shoe 
Recorder’’ published weekly at New York, N. . 
for April 1, 1927. State of Massachusetts, 
County of Suffolk, s.s 

Before me, a Notary 
State and county aforesaid, personally appeared 
William M. LeBrecht. who, having been duly 
sworn according to law, deposes and says that he 
is the Business Manager of the Boot and Shoe 
Recorder Publishing Company, publishers of the 
“Boot and Shoe Recorder’’ and that the following 
is, to the best of his knowledge and belief, a 
true statement of the ownership, management (and 
if a daily paper. the circulation), etc., of the 
aforesaid publication for the date shown in the 
above caption. required by the Act of August 24, 
1912, embodied in section 443, Postal Laws and 
Regulations, printed om the reverse of this form 
to wit: 

1. That the 
lisher, editor, 
agers are: 

Publisher: Boot 
Co., Boston, Mass. 

Editor: Arthur D. 

Managing Editor: 
line, Mass. 

Business Manager : 
Mass. 

2. That 


: \wetererraiel of the 
\ Circulation,  ete., 


Public in and for the 


names and addresses of the pub- 
managing editor, and business man- 
and Shoe Recorder Publishing 


Mass. 
Brook 


Brookline, 
Anderson, 


Anderson, 
Arthur D. 


Wm. M. 


the owner is: (If the 
owned by an individual his name 
if owned by more than one individual the name 
and address of each, should be given below; if 
the publication is owned by a corporation the 
name of the corporation and the names and ad- 
dresses of the stockholders owning or holding one 
per cent or more of the total amount of stock 
should be given.) 

Owners : _ United 
York, } 
Charles Ww. 
City, N. James Artman, 
City, N. J.; George H. Buzby, 19th and Walnut 
Sts., Philadelphia, Pa.; Anna B. Frank, Pleasant- 
ville, N. ¥.; Fritz J. Frank, Pleasantville, N. Y.; 
Mabel M. Griftiths, 165 Montclair Ave., Montclair, 
N. J.; Lillie Lindsay, 698 West End Ave., New 
York City, N. Y¥.; James H. MeGraw, Jr.; 36th 
St. and Tenth Ave., New York City, N. Y¥.; Eliza- 
beth S. Mekeel. SO Upper Mountain Ave., Mont- 
clair, N. J.; OC. A. Musselman, Marion, Pa.; A. C. 
Pearson, 169 Christopher St., Montclair, KN. 
lelia C. Pearson, 169 Christopher St. Montclair, 
N. J.; Charles Swayne Phillips, 495 Park St.. 
Upper Montclair, N. J.; Jennie M. Phillips, 171 
Cooper Ave., Upper Montclair, N. J.; Publishers 
Securities Co., 10 Overlook Park, Monte lair, N. J.; 
(See Note); Charles T. Root, 2 W. 67th St., New 
York City, N. Y.; Franklin T. Root, 239 W. 39th 
St.. New York City, N. Y.; Olive Root, 239 W. 
39th St., New York City. N. Y¥.; Root Securities 
Corporation, 33 W. 42nd St., New York City, 

4 (See Note); G Sugene Sly, Asheville, 
.: Frederic C. Stevens, 325 West End Ave., 

y York City, N. ¥.: W. H. Taylor, 490 Park 
St., Upper Montclair, N. J.; Everit B. Terhune, 
207 South St., Boston, Mass. 

NOTE: The stockholders required for Publishers 
Securities Co. are as follows: Mrs. Velma §8. 
Stevens, 325 West End Ave., New York City; Ruth 
S. Kane, Montclair, N. J.; Dorothy S. Johnson, 
New York, N. ¥.; M. J. ‘Swetland, Trustee for 
Grace E. Swetland, Redlands, Cal. 

The Stockholders required for the 
ties Corporation are the following: F. 
Bronxville, New York; Geo. F. Root, 

Y.; Ralph Root, Brooklyn, N. Y.; 
Root, Denver, Colo.; Winifred Root, 
N. Y¥.; Esther S. Root, New York, N. Y.; 
Root, New York, N. Y. 

3. That the known bondholders, 
and other security holders owning or holding 1 
per cent or more of total amount of bonds, mort- 
gages, or other securities are: (If there are none, 
so state.) 

None. 

4. That the two paragraphs next above, 
the names of the owners, stockholders, and 
security holders, if any, contain not only the 
list of stockholders and security holders as they 
appear upon the books of the company but also, 
in cases where the stockholder or security holder 
appears upon the books of the company as trustee 
or in any other fiduciary relation, the name of 
the person or corporation for whom such trustee 
is acting, is given; also that the said two para 
graphs contain statements embracing affiant’s full 
knowledge and belief as to the circumstances and 
conditions under which stockholders and security 
holders who do not appear upon the books of the 
company as trustees, hold stock and _ securities 
in a capacity other than that of a bona fide 
owner; and this affiant has no reason to believe 
that any other person, association, or corporation 
has any interest direct or indirect in the said 
stock, bonds, or other securities than as so stated 
by him. 

5. That the average number of copies of each 
issue of this publication sold or distributed, through 
the mails or otherwise, to paid subscribers during 
= six months preceding the date shown above 

(This information is required from daily 
pubtion ations only.) 

(Signature of Business Manager) William M. 
LeBrecht. Sworn to and _ subscri before me 
this 28th day of March, 1927. 

Margaret M. Murphy, Notary Public. 
commission expires December 28, 1928.) 


LeBrecht, Hingham, 


publication is 
and address, or 


Publishers’ Corporation, New 


220 Broadway, New York 
906 Ist St., Ocean 


Anderson, 


Root Securi- 

T. Root, 
Bronxville, 
Royal P. 
New York, 
Waldo 


mortgagees, 


giving 


(My 
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Two New Stores Open MERCHANT NEEDS 


MINNEAPOLIS (UTPS) — Announce- 
ment of the new Raleigh department 
of footwear opening, featuring two 7 

: 
1 
l 





WANTED TO PURCHASE 








HIGHEST CASH PRICES PAID : 
fer entire shoe stocks. We also buy your lines of shoes for women, the Baker 


surplus or slow sellers. Quantities no object. and the Hallahan, was one of the 
ae Ga tel as ne ee events of the week. Also the opening 
pondence confidential. Established 1890. for inspection of the new shoe shop in 

the Roy H. Bjorkman store with its 


MAX GLAUBERG : ma S v 

436 Grand Street, New York City chaste finish and distinctive equipment. 
We also purchase clothing, hats, furnishi 
goods, etc. Dry Dock 035 








Mid-Season Rubber Meet 


CASH PAID | |... or tien 
son rubber footwear conference of the 

ot B. F. Goodrich Rubber Co. was con- 933 ARCH ST. 

ee ee eae naan Ry ducted in the Curtis Hotel for repre- PHILADELPHIA PA 

Prompt attention given. sentatives from Minnesota, the Dako- * ° 


KIRSCH-BLACHER Cco., Inc. tas, upper Wisconsin and ~—. by ARE BUSINESS GETTERS 


liam Bonneville, manager 


scents ee eae” seiees branch, said that something new in SEND FOR CATALOG 
= Y 11 TURUALAL 


zippers would be announced. 


























Sell Us Your Left Over Remodeling Neenah Plant 
MENASHA, Wis.—The Neenah Shoe | 


New Yosk Export PURCHASING Coar Co., which recently obtained possession 
596 Broadway, N. Y. City | of the former U. S. Tractor and =. ' \ 
° chinery Co., in this city under a long | “ ~ a. 
Or Entire Stock for Cash} | term lease, has a large force of work- Ee 
| men busy remodeling the plant in an . Si Gis Gee Gite 
effort to begin production within the Profitable These 3 Conditions 
next few months. <A new blower is Are Important: 
being installed to carry dust from the — 
machines while they are in operation. ONKEN _ in 
MERCHANT NEEDS | When completed, the plant will be one sia a ee 
of the most modern shoe factories in 24—Change the Dis- 


Wisconsin. About 75 men and women plays very often. 
will be employed. \\ ~ 3d—Use Wood Dis- 
= : play Fixtures that are 


° well made, correctly pro- 
Milbradt } portioned, interchange- 
able, and nicely  fin- 

GLASS EYES 


Ladders 
Always bear in mind that 


made for 40 years . GLASS EYES “Many Sales are Made on the Sidewalk” 


by the or iginal ir e 
For Bunny Kitten, the 
o At half 


ventors. Children Slippers and . 
other decorative pur- SASDIOY FiKtUres af UBITy rent you are 
Made in all styles poses. papies, yee 


os iy ene G. SCHOEPFER would not board 
condition. 16-18 W. 36th St. ™ up your show 

RK Wind : 
Get our price before) | Yo Divi ‘dere pe af windows. This 


placing your order Sidisstads means they 
have a certain 


value. If neg- 


Milbradt lected they 


Manufacturing Co. become very 
4 costly. If util- 


2416 No. 10th Street : 
ST. LOUIS, MO. = ic ce 
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very profitable. 
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The DISTINCTIVE and 


PERMAN 
ENT i laladas i A thoroughly organized service, highly 
specialized office, established to assist the 


—| ° 
i i employer to find the trained office, sales or 
| * we | 7 4¢ L U G E ™ . Q factory executive. Also to help qualified 
i men and women locate the particular posi- 
WEAVING CO Confdentiseroice 

e PETERS EMP LO YMENT SEE charge! 
a i ee YMENT SERVICE 
33-39 W 34 ST. N.Y.C. £. 31 State St., Boston, Mass. 

Phone WISCONSIN BIZ0 | Congress 2870 





EMPLOYMENT SERVICE 
































1927 


el | | 


wi 


wi 


Ww 


s- 
re 
O- 
— 
1- 


7 ee ON SOS oe a oe a 

















BOOT AND SHOE RECORDER 61 








Celebrate Store Opening 


MINNEAPOLIS (UTPS) — Celebration 
of the new Walk-Over store opening at 
411 Robert Street, St. Paul, was made 
by the Walk-Over Boosters Club 
Wednesday with a dinner in the new 
Dugout Cafe, which was also its open- 
ing. The club includes employees and 
salesmen in the Twin City stores. 
John F. Levis of the Pioneer Press and 
Dispatch advertising staff discussed 
“Advertising and Selling.” 

Formal opening of The Shoe Mart, 
32 Fifth Street S., was made April 2. 
An opening special was 792 pairs of 
women’s shoes at $2.90. Other wo- 
men’s shoes were priced at low fig- 
ures. For men there were 341 pairs 
of oxfords at $2.90 and others at $3.90 
and $4.90. A pair of ribbon trimmed, 
padded sole boudoir slippers was 
given up to noon with every purchase 
at $3.90 or more. 

The Great Northern Mercantile Co. 
on March 31 started sale of the entire 
mail order and retail bankrupt stock 
of Gordon Bates Co., 123 Nicollet Ave- 
nue, which included shoes and rubbers 
for the whole family. Consumers Shoe 
Co., Sixth and Wabasha Streets, St. 
Paul, is selling at low prices the Elm- 
quist bankrupt shoe stock. 

Announcement has been received 


from Duluth, Minn., that Harold B. 
Owens, who has been with the Silber- 
stein & Bondy shoe department, has 
gone to Green Bay, Wis., to manage 
the shoe section of Somner’s Specialty 


Shop. 


King Shoe Co. Quits 


NEWARK, OHIO (UTPS)—The King 
Shoe Co., after a continuous existence 
for 96 years, has suspended and the 
company affairs have been liquidated. 


The concern was started by O. G. King, 
while Newark was a frontier settle- 
ment. 
but also dealt in furs and handled hats 
and caps. In recent years the con- 
cern was incorporated with a number 
of leading business men of Newark as 
its stockholders. It handled a general 
line of shoes. Frederick Ryan, the 
manager announces that he will oper 
a men’s shoe store in the near future, 
specializing in $5 and $6 shoes. The 
location of the new store will be an- 
nounced later. 





Brawley Shoe Co. Changes 


in the management of the two retail 
stores of the Brawley Shoe Co. of Co- 
lumbus has been made. Ralph F. 
Brawley, who has been managing the 
store at 1454 Mt. Vernon Avenue, has 
been promoted to manager of the store 
at 2099 North High Street, while Eu- 
gene H. Bethel, who has been acting as 
assistant at the Mt. Vernon Avenue 
store, has been promoted to its man- 





ager. 


CoLumBus, OHIO (UTPS)—A change | 





The company closed its doors March 31. | 


Mr. King not only sold shoes | 


| 
| 


New Sport Shoe Selling 


BALTIMORE (UTPS) — The Dixon, 
Bartlett Company, 110 West Redwood 
Street, shoe manufacturers of this mar- 
ket, are experiencing unusual success 
with their new true sport type of their 
Hill and Dale sport shoe line. This 


| new true sport type is an oxford made 


with white bearfoot soles and heels and 
featuring saddles in various modeled 
lizard effects in pastel shades of Vene- 
tian blue, Nile green, Cameo rose, cal- 


| ico black and white, black lizard and 


all variations of colors. 

While all the various effects and 
color combinations are going over 
strong, the most interesting number by 
far is proving to be that featuring the 


; combination of black and white. In 


some of the styles or types is revealed 
an interesting treatment of vamp per- 
foration. * 


Tri-Plex Quits Baltimore 


BALTIMORE (UTPS)—The Baltimore 
branch store of the Tri-Plex Shoe Com- 
pany, 22 East Baltimore Street, has 
been discontinued, and the entire stock 
and fixtures of the store have been re- 
moved to the Philadelphia store of the 
company. The Tri-Plex Company 
opened their branch in this city about 
three years ago and as in all of the 
stores of the firm featured shoes at $5. 
Hosiery also was carried. 











$2.50 

























For Two, $5.00 


Furnished or Unfurnished Suites 
per 


day slippers, 


heels. 
ate delivery. 
supply you—write us. 





Haverhill 


Greeley Boudoirs are sensible, every- 
made of black or 
colored kid. With leather or rubber 
In-stock, ready for immedi- 
If your jobber cannot 


A. W. GREELEY 


Manufacturer 














Times Square’s Finest Hotel 
Within convenient walking 


450 Rooms—450 Baths 


Every Room an Outside Room—With Twe Large Windows 


Large Single Rooms, size 11’ 6” x 20’ with bath, $4.00 per day 
Twin Beds, $6.00 


Large Double Rooms, Twin Beds, Bath, $6.00 per day 


Special Weekly Rates 


Month 





Moderately Priced R 


Illustrated booklet free on request 


CURTIS A. HALE, Managing Director 


The Belvedere Hotel 


48th Street, West of Broadway, New York City 


distance to important 
business centers and theatres. Ideal transit facilities. 


with serving pantries, $95 to $150 
ri a Peerless Cuisine 






















per day starts the rates at the 
popular Hotel Martinique. Thou- 
sands of discriminating visitors to 


New York 


regularly enjoy the comfortable 
accommodations, splendid food 
and the greatest 


Convenience 


offered by the Martinique—a 
modern, fire-proof hotel situated 
in the very heart of the big city. 
A cordial 


Welcome 


awaits every visitor to New York 
who expects and receives—‘“the 
best without extravagance” at 
the Hotel Martinique. 


A. E. SINGLETON, Res. Mgr. 


HOTEL MARTINIQUE 
Affiliated with Hotel McAlpin 
BROADWAY, 32nd to 33rd STREETS 
NEW YORK CITY 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anp SHOE REcoRDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and 
leather, their production and distribution. 


In this Issue— 



















MEN—STOP GROWING OLD!........ A: New Campaign ...........-. 17 
Cooperative Better Dress Will 
Do It, Plus a Movement to En- 
courage Smartness. ; 
THE VOICE OF THE RECORDER....... Opinions of the Editor......... 20 
SALES INCREASE ATTAINED BY REGU- : 
TAWED POMEMOIET oc cccsccccvaces How Huston’s Did It........... 22 
A Gain in Trade by a Reduction 
in Advertising. 
Wuo Sets Your RETAIL PRICES?... A Call to Freedom... 22.000 23 
The Necessity for a Profit on 
Every Pair. 
TALK GOWNS—SELL SHOES........ The New Day ee 24 
By Harry R. Terhune........ 26 


O. P. I. (OTHER PEOPLE’s IDEAS)... 
Another Consignment of Fresh 
Business Getting Stunts from the 
Field. 


NOTHING TAKES THE PLACE OF THE 
Eo ncas ain & ie das eae ene es 


Wuat Is SELLING AT RETAIL....... 
Shoes That Are Moving, Here, 
There and Everywhere. 


WHOo’s WHO ON THE ROAD......... 
SHOE MERCHANTS NEWS .......... 
SHOE MARKET NEWS ............. 
OTHER REGULAR FEATURES 


GETTING MORE 
SHOES SOLD RIGHT 
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A buying guide to 


BOOTS AND SHOES 


. Slipper Co., Ine., Brooklyn, 


Blog Shoe Co., New York City........... 55 


Brass Bros. & Feinroth, Inc., Brooklyn, 
= Se 


Brockton Co-operative Boot and Shoe Co. 5: 


Certified Shoe Corp., Rockford, Ill....... 4s 


Clapp, Edwin, & Sons, Inc., E. Weymouth, 
EE eee OE ee eee 52 


Cohen, Samuel, Shoe Co., Boston..... 
Colt Cromwell Co., New York City...... is 


Commonwealth Shoe & Leather Co., Whit- 
EY hee weit aid Geb aeelinb in houis estas 


Copeland & Ryder Co., Jefferson, Wis.. 
Duane Shoe Co., New York City...... 


Edwards, J., & Co., Philadelphia 
Elam, F. S., Shoe Co., Rochester, N. Y 


Emerson Shoe Mfg. Co., Rockland, Mass + 
Endicott-Johnson Corp., Endicott, N. Y. 8-9 


Greeley, A. W., & Co., Haverhill, Mass... 61 


Greund Gripper Shoe Co., Boston......... " 


Kemler, J. A., Boston. . ‘a ee 9 


Lape & Adler Co., Columbus, Ohio........ 
Leavitt, Geo. B., Farmington, N. H...... 
Lilly, Henry, New York City............ 
New York City....:.. 





Lyons & Company, 


Menihan Co., Rochester, N. Y............ 





SE 





Merchants Shoe Co., 
Metropolitan Slipper Co., New York City 


Miller. I., & Sons, Inc., ae Island City, 
_ ee 


Nettleton, A. E., Co., Syracuse, N. Y. 
Novelty Slipper Co., New York City....... { 


Nunn, Bush & Weldsn Shoe Co., Milwau- 
kee, Wis. ... 







Packard, M. A., Co., Brockton, Mass....12, 32 


Paristyle Footwear Mfg. Co., Inc., Brook- 
RG ES aa cans ee eesd ans h che eates« 


Piekenbrock, E. P., & Sons Co., Dubuque. 
4c 
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Reynolds, Bion F., Brockton, Mass....... 
Richards & Brennan Co., Randolph, Mass. 52 








Co., Columbus, Ohio..... 





Riley Shoe Mfg. 
_ 4 & Rosenberg Shoe Co., Philadelphia. 
54 
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Next Week 


you will find 
in the 


Boot and Shoe 
Recorder 


HE garment trade breaks up the 
year into five seasons. We will 
indicate how the shoe trade can fit, 
into the picture, for shoes are no 
longer an isolated item of apparel. 


OW to keep masculine friend- 
ships between the all-too-infre- 
quent visits of the man to the shoe 
department, by Charles’ Brady, 
known through the South as the 
man who loves his job. He tells it. 


A interview with style at its 
source. The whole world goes 
inspiration. 
We get a thrill from the French- 
man’s love of color and design. 


to Paris for fashion 


S Easter the peak or just the be- 

ginning? Isn’t it true that May 
and June show the greatest sales 
totals of the year? Let’s find out in 
this issue. 
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SAAR 
THE QUALITY all BOX TOE 
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The Origin of Style in Footwear 


HE Crakrow or Poulaine shoe worn in Europe dur- 


ing the fourteenth century represents the first effort to . The style and 
, , eauty of modern 
develop a style in footwear. This shoe had an extended up- ienionier is expressed by 
curved toe that became so long that it was often fastened the toe. Celastic box toes 
« preserve the original style 


to the knee by a cord to prevent accident. This style was lines throughout the life of 
: : , the shoe. See that your shoes 
finally abolished by the imposing of summary fines by are equipped with (elastic— 


the state and threats of excommunication by the church. The Quality Box Toe 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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